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REMEMBER! 


This year automobile dealers 
have reported a large advance 
sale of cars. This means that 
the cars will have to be housed— 
somewhere. It’s safe and better 
for the car owner to have his 
own garage. 


This means that you—Mr. 
Hardware Dealer—will have a 
chance to sell the car owner sup- 
plies. Why not satisfy his de- 
mands so that his future business 
is yours by selling him National 
Garage Hardware? 


The National Garage Door 


’ Set illustrated is for the autoist 


NATIONAL 


Garage Door Set 


No. 800 
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who wants a strong, durable 
easily operated equipment, that 
gives a close-fitting, weather- 
proof job. 


Equipped with our No. 29 
Latch, No. 800 is a sure seller. 
That’s evidenced by the numbers 
of these sets we sell. 


Packed complete—nothing to 
get lost—everything ready. 


The National Advertis- 
ing interests the customer 
—the National Line creates 
sales. Our Direct-To- 
Dealer service not only in- 
terests the Hardware 
Dealer but means bigger 


profits. 


Upon request we will 
send our Catalog, prices 
and Order Blanks. 


National 
Mfg. Co. 


Sterling, Illinois 
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Power Washing 
chines Profitable Line 


in Duluth Store 


Kelley Hardware Company Has 
Made More Than an Ordinary 
Success of This Line—Sells 
on the Instalment Plan 





ASHING dates back to the 

W time when the descendants 

of Adam just swapped their 
fig leaves for crudely woven gar- 
ments. The cave lady with a soiled 
kimona used the nearest river for a 
tub and a rock for a washboard. 
Soap was an unknown quantity. 
She pounded out a minimum of dirt 
with a maximum of energy and time. 
A few extra air holes in the gar- 
ment made very little difference in 
that day and age. Sad to relate the 
old “Rock and River” washer still 
operates in some communities of the 
far East. 

But civilization moved westward 
and by the time Columbus made his 
first trans-Atlantic voyage, women 
were using improvised tubs and 
something akin to the washboard. 
So we continued to develop until in- 
ventors built machines designed to 
relieve the housewife of chapped 
hands and weary backs, to work the 
dirt from clothing without ruining 
the fabric, and to do it in a minimum 
of time. The first machines were 
naturally propelled by hand, but 
gradually the housewife has come 
into her own as various motive pow- 
ers have taken the load from her 
shoulders. There are now high-grade 
washing machines propelled by water 
power or gas engine, and others de- 
signed to‘let electricity take the blue 
tints out of Mondays. 





Ma- 


The power washer of to-day is an 
actual success, not an experiment. It 
is a time saver, a health saver, a 
clothes saver and a money saver. It 
is as staple an article of merchandise 
as the kitchen range. It sells readily 
when carefully demonstrated, and it 
brings a good legitimate profit to 
the hardware dealer who sells it. 
I say hardware dealer advisedly, be- 
cause he is the logical seller of 
power washers. He has the proper 
clientele, the proper display space, 
the proper sales ability and the 
proper credit rating for the job. The 
washer fits in naturally with his 
stock and his selling methods. 


Electric Washers Are Easy to Sell 


This. is a power age in the home 
as well as in the factory. Practi- 
cally every home now has access to 
some form of motive power. The 
only problem is to educate the home 
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A salesman in the store of 
the Kelley Hardware Com- 

" pany, Duluth, Minn., dem- 
onstrating a power wash- 
ing machine to prospective 
buyers. 


* 


owner to make use of it. It is an 
easy matter to convince him. 

It is as easy to sell a power washer 
to-day as it is to sell a copper wash 
boiler. Sometirhes it is actually 
easier. The housewife has bought 
tubs and boilers all her life, and she 
knows tub and boiler prices. She 
compares modern prices with those 
of the past and resents the increase. 
However, she is more or less unfa- 
miliar with the prices of power wash- 
ers and takes them for granted. She 
needs only to be sold the power 
washer idea and the actual mer- 
chandise sale follows quickly and 
easily. Selling power washers is an 
educational proposition pure and 
simple, and every manufacturer of 
the line stands ready and willing to 
go more than half way in furnishing 
the literature for that education. 
Success depends only on the iniative 
and endeavor of the dealer. 
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An interesting window demonstration of 
the old and new way of washing clothes, which 
was arranged by the Kelley Hardware Com- 
pany of Duluth, Minn. Live models were used 
in the display, and it attracted unusual atten- 
tion. 





The center illustration is of a washing ma- 
chine window display arranged by the Bunting 
Hardware Company, Kansas City, Mo. 


Below is an illustration showing the promi- 
nence which is given to washing machines on 
the display floor of the Sawank Hardware 
Company, Johnstown, Pa. 
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Nine Carloads of Electric Washers in of a record in sales of electric wash- and had the ninth car on the road. 


ing machines. When the HARDWARE This enterprising firm keeps a rec- 

AGE editor visited this firm last Sep- ord of every washing machine cus- 
The Kelley Hardware Company of tember they had already sold eight tomer as a basis for sales’ of iron- 

Duluth, Minn., has made somewhat cars of one type of electric washer (Continued on page 132) 


Nine Months 









Seasonable Displays of Builders’ Hardware 
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“7, 
SEROMIS 


At the top is an artistic display of Yale door closers and other builders’ hardware arranged by the Banister & 

Pollard Company, Newark, N. J. In the center is a display of Sargent hardware by the Neyhart Hardware Com- 

pany, Williamsport, Pa., and below is another display of Sargent hardware by the Edwards & Chamberlin Hardware 
Company, Kalamazoo, Mich. 
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“Build Your Own Home” Campaigns Now on in 


Poughkeepsie, New 





United States One Year Be- 
hind in Its Building Needs 


The beginning of the present hous- 
ing shortage in the United States 
dates back to the year 1907, since 
which date less and less cubic feet of : 
construction has been available per 
person. The low water mark was : 
reached in November, 1918, when - 
construction was but 4 per cent of : 
normal. During the _ succeeding : 
months construction gradually picked : 
up and reached its maximum in Oc- = 
tober, 1919. : 

Authorities agree that during the = 
gradual slowing down of construc- : 
tion from 1907 to 1919 the United : 
States fell behind at least one year : 
in its building output. Z 

It is estimated that the average : 
yearly expenditure for building con- : 
struction throughout the United 
States before the war amounted to 
at least four billion dollars, ex- 
pressed in present-day values. It is 
estimated that the railroads are at 
least two billion dollars behind in 
construction; that rapid transit fa- 
: cilities, water power and canals re- 
: quire at least one billion dollars, and 
? for highways a half billion dollars 
: has already been appropriated. 

: The building of dwellings is de- 
= pendent on general construction. It 
- was estimated by the United States : 
= Department of Labor at the close of 
: the war that the United States was 
: in need of one million homes. 








How Flint, Michigan, Is 
Meeting Housing Shortage 
By C, R. Brxsy 
Engineer of the Flint (Mich.) Housing 
Corporation 


WE have to-day more than four 
hundred cities faced with an 
acute home shortage which has been 


York, Lynn, Massachusetts, Flint, Michigan, and 


caused by the non-production of and to the influx of people from 
homes for the last three years, due the argicultural to the industrial 
in a large measure to war conditions city. 
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Many Cities, Hardware Merchants Co-operating 


Other Progressive Industrial Centers Confronted 


In cities like Flint, Mich., the local an impression on the situation. The 
builders, working as fast as they General Motors Corporation has un- 
can, have hardly been able to make der construction in this city more 
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Lumber Interests Call a Halt | 
and Make Reductions 


: The Weyerhauser Company, which 
- owns and operates eleven lumber 
= mills in Washington, Idaho and Min- 
> nesota, announces that it has re- 
: duced prices on all its products in 
> the “interest of stabilizing the lum- : 

ber industry and stimulating the = 

building of homes.” 

This announcement has been fol- 





: lowed by the statement of the Ed- 


ward Hines Lumber Company of = 
Chicago, one of the largest wholesale : 
lumber companies in the country, : 
that no further advance will be made : 
in its field. : 
This has been backed up by the : 
trade circulars of four great lumber : 
companies in the Northwest announc- 
ing that their prices of from $5 to : 
$25 a thousand less for lumber will : 
be continued until July 1. 
in his statement to the trade, the : 
manager of the eleven Weyerhauser : 
mills says: : 
“The interests comprising the so- : 
called Weyerhauser group have come 
to recognize that the condition of the 
lumber market is injurious to the 
public and the industry generally; 
that the enhanced cost of building 
discourages construction, and that 
unless something is done to check 
the present tendency toward further : 
and frequent and irregular advances : 
which have no relation to the cost of : 





> production, the situation will become : 
: still more deplorable. Further ad- : 
? vances are not warranted by exist- 


: ing conditions. The time has come 


to call a halt.” 


TE 


than three hundred homes to be sold 
to the employees of the corporation 
on time payments. But more homes 
are needed. 

One of the first things that was 
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necessary in the forming of the Flint 
Housing Corporation was to ascer- 
tain the actual number of houses 
needed, types of homes desired and 
where they should be located, how 
much of an initial payment pur- 
chasers could make and how much 
of a monthly payment could be met. 

As in most cities the small build- 
ers had to add so much to the cost 
of the house that it made it a pro- 
hibitive price for the purchaser to 
pay. It therefore was conceded that 
if Was necessary to get a large 
amount of capital together in order 
to produce homes in large numbers 
with standardization of materials in 
order to produce homes at as low a 
cost as possible. The Flint Housing 
Corporation was then formed, mo- 
bilizing all of the influential man 
power in the city to get behind the 
movement. 

Insistent demands had been made 
upon the Board of Commerce by the 
heads of the different industries, 
stating that they could not expand 
their businesses unless housing was 
made adequate, and if such was not 
done they would have to expand 
elsewhere. This, of course, was not 
desired by the real citizens of Flint. 

Several new industries had been 
looking over the ground for new sites 
and the first question that was 
asked was “have you adequate hous- 
ing for my employees?” and when 
we told them that we had the ma- 
chinery to handle this end of the 
problem it put a different light on 
the subject. 

While the capital of the Flint 
Housing Corporation is but $500,- 
000, still it has a borrowing capacity 
of a like amount upon general credit 
and another borrowing capacity of 
50 per cent of the value of the prop- 
erties created. The corporation will 
increase its capital stock from time 
vo time as necessary to meet the de- 
mands upon it. 

The concrete plan proposed by the 
Flint Housing Corporation is to 
acquire vacant property in the local- 
ities where homes are the most 
needed, building thereon and con- 
tinuing as the funds permit. 

Along with this it is proposed to 
encourage workers to own their 
homes by a plan of financing which 
they can meet. The importance of 
home owning, especially to our 
foreign born population, cannot be 
over-emphasized. A home owner is 
a good citizen; he is an American 
citizen; he has a permanent prop- 
erty which he wishes to protect; he 
is for law and order; his social out- 
look is cheerful and he is not con- 
tinually seeking a new place in which 
to live or work. 


It is hoped that the operation of 
the plan will act as a stimulus for 


similar building by private indi- 
viduals. 
North Adams, Mass., Pays 


Bonus to Builders 


By WitiiamM T. GREEN 


> ONFRONTED with an existing 
shortage of homes and assured 
of an even greater scarcity as the 
result of additions to several local 
mills, which will, combined, furnish 
employment to about 1,000 addition- 
al workers, North Adams, Mass., 


Issue Will Be 


Devoted to 
Motor Accessories 


The April 15 issue of HaARpD- 
WARE AGE will be devoted ex- 
clusively to Motor Accessories 
and Supplies. The editors of 
HARDWARE AGE have gathered 
from many sources articles and 
illustrations which will help 
hardware merchants to mer- 
chandise successfully this prof- 
itable line. 

One of the valuable articles 
for this issue has been written 
by H. G. Beatty of Clinton, 
Ill., president Illinois Retail 
Hardware Association, who in 
the past five years has devel- 
oped a remarkable business in 
these goods, and particularly in 
casings and tubes. 


Next 


under the auspices of its Chamber 
of Commerce, has evolved a hous- 
ing project that is expected to bring 
about a solution of the problem. 

As an adjunct of the Chamber of 
Commerce a housing corporation has 
been formed with a capitalization 
of $50,000. This corporation is to 
provide new home builders with 30 
per cent of the cost of the house 
providing the prospective applicant 
has secured the remainder. Ar- 
rangements have been made where- 
by the applicant can obtain a 60 per 
cent mortgage from local banks but 
a stipulation is made that the home 
purchaser must furnish at least 10 
per cent of the total cost of the 
building. 

Prominent men of the city are in- 
terested in the housing corporation 
and nearly one half of the capital 
stock has already been subscribed. 
Indications are that the actual work 
of erecting the houses will get under 
way this spring. Inquiries made by 
the Chamber of Commerce have 
brought out the fact that a number 
of present rent payers are desirous 
of owning their own homes and are 
willing to build under the conditions 
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made possible by the housing corpo- 
ration. 

Another feature of the housing 
project pertains to the manner in 
which the proposed homes are to be 
constructed. In an effort to keep 
down costs contracts are to be made 
with contractors and carpenters 
whereby the workmen will agree to 
work for a stated wage, without de- 
manding any increase, until the 
houses are erected. 

Under the same arrangement the 
builder will receive a $200 bonus for 
each house when it is completed. In 
like manner contracts for supplies 
are to be made with local hardware 
dealers, electrical contractors and 
plumbers. 

The Payne-Cummings Hardware 
Company of that city has signified 
its willingness to co-operate in the 
home building project and has an- 
nounced that it is willing to take con- 
tracts for furnishing hardware for 
a price of $30 for each house, a sum 
which has been suggested by the 
housing corporation. While the 
hardware fittings will not be the 
best obtainable they will be sub- 
stantial. The profit margin for the 
Payne-Cummings company will nec- 
cessarily be small but the company 
is taking the contract in a spirit of 
co-operation. The proposed houses 
are to be only six rooms. 

While the housing corporation is 
the principal movement in North 
Adams in the “Build Your Own 
Home” campaign private individuals 
are also considering plans for sim- 
ilar activity. 

It is reported, although the re- 
port has not been verified, that a 
party of local men are to organize a 
realty company, erect at least 50 
houses in different parts of the city 
and offer them for sale. 


“Put Your Key in Your 
Own Front Door” Is Slogan 
By EMMET G. LAVERY 


A S has happened in many other 
“4% cities, Poughkeepsie, N. Y., came 
face to face with a housing short- 
age. Blessed with more than its 
share of natural advantages, its es- 
tablished and new enterprises could 
not expand, however, for there were 
not suitable homes for the new 
workers, and no building had been 
done for five years. Everyone 
feared to lend money to build houses. 
Something had to be done. The 
Chamber of Commerce undertook to 
solve the situation, immediately upon 
which the manufacturers of the city 
voluntarily raised $200,000 to be 
subscribed as second mortgage 


money in the Poughkeepsie Housing 
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Corporation, if the business and 
professional interests of the city 
would subscribe a like amount. The 
offer was taken up, an intensive 
campaign of three weeks was put on 
by the Chamber of Commerce, and 
as a result the second mortgage 
money was raised. The corporation 
will begin activities in April. 

The campaign among the citizens 
was not an easy one. It was an un- 
propitious moment to ask for money, 
even withstanding the fact that it 
was a 6 per cent investment. Shares 
were offered in the corporation at 
the value of $25 each, calculated to 
make a return of at least 6 per cent 
to the investor annually. The bor- 
rower was to pay 6 per cent a year 
on the total amount loaned him. A 
prospective home builder could bor- 
row up to 90 per cent of the total 
cost of his house and lot—but to 
take care of the overhead adminis- 
trative expenses of the corporation 
an additional 6 per cent service 
charge on the cost of house and lot 
was charged. Each month the home 
builder was to pay off 1 per cent at 
least on the money borrowed—more 
if he could. The average worker 
would have his home paid for in ten 
or eleven years. These are the out- 
standing facts of what is known as 
“The Poughkeepsie Plan” which in 
reality is only a composite assimila- 
tion of the newest ideas in intensive 
construction. A housing directorate 
of five prominent business‘ men was 
to direct the corporation, the life of 
which would be about fifteen years 
—the directorate comprising the five 
best business men in Poughkeepsie, 
who not only subscribed themselves 
but had the firms and corporations 
which they represent subscribe lib- 
erally. 

The campaign though difficult was 
successful. The hardware merchants’ 
division had a quota of $10,000 as- 
signed to it, and raised it. J. E. 
Andrews, a director and treasurer of 
the Chamber of Commerce, had 
charge of the division. The Cham- 
ber of Commerce directed the cam- 
paign, spent money freely on pre- 
liminary organization work, had as 
guests for two weeks at luncheon 
daily team workers to the number of 
fifty, and accomplished its task. The 
C. J. Johnson Hardware Company 
subscribed liberally to the housing 
fund, and at the time was using the 
motto: “Put Your Key in Your Own 
Front Door” which the campaign 
directors adopted for a time as a 
slogan, and which was made the sub- 
ject of several editorials. 

Poughkeepsie raised the second 
mortgage money itself. Where did 
the first mortgage money come from? 





it has not come yet, but is expected 
from one of the biggest insurance 
companies in the United States with 
headquarters in New York City. 
Frank A. Vanderlip delivered an 
address in Poughkeepsie shortly be- 
fore the inauguration of the hous- 
ing campaign, became enthused over 
the prospects, and gave his unlimited 
support and indorsement in the 
securing of first mortgage money, 
desired to the amount of about $600,- 
000. With such backing Poughkeep- 
sie made the best of its opportuni- 
ties, and this spring intends to prog- 
ress further, and next fall to realize 
and “cash in” with the cities who 
seeing the inevitable coming in the 
future, acted quickly and forestalled 
it. 

It is estimated that 1000 houses 
will but begin to fill the wants of 
the city, now with a population of 
40,000. The intensive building pro- 
gram to be begun this spring will 
have its indirect results felt in the 
building trade. Despite the high 
prices—which are not coming down 
-—a building boom will be caused— 
and success will be achieved when 
everyone begins to think building. 


Lynn, Mass., Organizes 
$100,000 Housing Company 
By ERNEST T. JENKINS 


THE housing problem has become 
the vital issue in the great in- 
dustrial shoe city of Lynn, Mass., 
and the situation is so critical to its 
workers and manufacturers that 
they have, through its Chamber of 
Commerce, launched a $100,000 cor- 
poration to start a housing drive. 

Lynn’s industrial life, with its 
many shoe factories employing 
thousands, and the great plant of the 
General Electric Company employ- 
ing 15,000, is threatened. The 
Chamber of Commerce has _ issued 
statements declaring the serious lack 
of adeouate housing facilities has 
already produced a “dangerous men- 
ace,” that general business stagna- 
tion may result in the very near 
future, and the progressive expan- 
sion of the city reduced to an un- 
known quantity, unless conditions 
are immediately relieved. 

There has been no building in 
Lynn for the past two or three years. 
Those possessed with the means 
have purchased dwellings already 
erected that their families might 
have a roof over their heads, thus 
throwing tenants of these houses in 
to the street, forcing them to seek 
quarters that do not exist. Lynn’s 
storehouses are filled to overflowing 
with house furniture placed there 
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by families unable to secure 2ccom- 
modations. The lodging houses have 
not been able to take care of the 
everflow, and the families eventually 
move elsewhere, reducing the popula- 
tion and placing a serious handicap 
on the city’s industry. 

To further the corporation hous- 
ing drive, the General Electric Com- 
pany has contributed $15,000. The 
Chamber of Commerce has appointed 
the following committee of repre- 
sentative business men to organize 
and capitalize the housing corpora- 
tion: Arthur W. Pinkham, presi- 
dent; National City Bank; E. P. Cox, 
manager of the West Lynn branch, 
General Electric Company; Sam 
Fisher of A. Fisher & Son, shoe 
manufacturers; Edward F. Breed, 
Henry W. Breed Company, sole 
leather manufacturers, Charles G. 
Woodbridge, real estate operator. 

This committee is already at work, 
and the $100,000 practically raised 
by securing 100 men to invest $1,000 
each, with which to formally incor- 
porate the plan. The committee 
states in effect that practically any 
sum can be quickly raised, and that 
later a sum probably three times as 
large will be raised. They have in- 
terviewed architects and builders 
and will continue to do so for the 
next three weeks, until a satisfactory 
price agreement is reached by both, 
after which the incorporation will 
take place, followed by the erection 
of about 25 houses in various parts 
of the city as an initial start. 

Two plans are under discussion. 
One where the housing association 
would furnish the prospective house 
builder with 90 per cent of the total 
cost of the building, payable in easy 
monthly instalments, and another 
where the co-operative banks would 
furnish 75 per cent as a first mort- 
gage, the housing corporation 15 per 
cent, as a second mortgage, and the 
prospective builder 10 per cent. If 
the latter proposition is adopted the 
prospective owner will be enabled to 
pay off the second mortgage after 
sufficient equity is put into the prop- 
erty. The co-operative plan will, 
afterwards, operate as it does now. 

Secretary Cox of the housing cor- 
poration committee has told those 
joining in the plan that they must 
realize that the returns on the in- 
vestment will be slight and that the 
prospective builder must realize also 
that at the expiration of probably 
eight years the property will have 
depreciated. With the aid of charts 
he demonstrated to the investors 
that from present data available the 
cost of construction will not recede 
for three years at least, at the end 
of which time it will gradually de- 








Display Arrangements for Wheel Toys in Johnstown, Penn., and 
Joplin, Mo., Stores 
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The illustration at 
the top of this page 
shows a corner of 
the toy department 
of the Swank Hard- 
ware Company de- 
voted to wheel toys. 
The space problem 
has been partially 
overcome by arrang- 
ing the coaster wag- 
ons in piles. Such a 
system adds greatly 
to the appearance of 
the wheel-toy  sec- 
tion but requires 
constant supervision 
to prevent disar- 
rangement when 
wagons are sold 
from the display. 
The simple home- 
made rack shown in 
the other illustration 
has solved the toy 
wagon display prob- 
lem for the Joplin 
Hardware Company, 





Joplin, Mo. Such a 
rack can be easily 
built in any hard- 
ware store having a 
shop in connection. 
Common black or 
galvanized pipe and 
fittings furnish the 
construction mate- 
rial, and the only 
tools required are 
those for cutting and 
threading the pipe 
and the wrenches 
used in putting the 
rack together. This 
fixture occupies a 
minimum of floor 
space, is convenient 
and when neatly 
trimmed is a really 
attractive article of 
store furniture. 
During the winter 
it can be used to 
equal advantage as 
a display rack for 
sleds 











How dear to my heart is the little red 


wagon, 
The wagon I played with when I was 
a boy! ‘ 
Since then I’ve had motor boats, horses 
and autos, 
And all.of them have afforded me 
joy, 
But nothing to ride on or ride in or 
trundle 
Has come up to the wagon I had as a 
boy. 


ND there you are! Every kid 
A must have some kind of a cart, 

something in the way of roll- 
ing stock in order to be a regular 
kid and have a regular kid’s fun. 
It’s just born in us to want to ride 
in something and drive something 
and go.as fast as we can make it go. 
When you are catering to that in- 
terest in the youngsters, you are 
catering to a demand that is as old 
as humanity and as ineradicable as 
the desire for food. 

The hardware man generally keeps 
in stock at least a few carts or 
wheeled vehicles of some sort adapt- 
ed to the juvenile use. And in most 
cases, he stops right there. He may 
insert in his newspaper advertise- 
ment a line that says, “coaster wag- 
ons and scooters,” but that is about 
as far as he goes in the advertising, 
and the display consists in putting 


Getting the “Little 
Red Wagon” Business 


three carts or less out in front of the 
store along with the lawn mowers 
and wheel cultivators. 

Every kid in town is a prospective 
customer for a wheeled something or 
other on which he can ride. If his 
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Selling the Boys of 
Your ‘Town 
First Real Vehicle; 
Prizes and Demon- 
strations 


By FRANK FARRINGTON 
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family has money, he ought to be 
an easy prospect. If he already has 
something of the sort, it ought to be 
that much easier to sell the latest 
thing in novelty carts or coasters. 
If he has no money, it will do him 
good to be encouraged to earn the 
money for the purpose. 

What are you going to do to get 
more of this business? 

Well, make your displays more in- 
teresting, for one thing. To be sure, 
a cart is a cart and the kids may 
be interested in it anyway, but if 
you put one cart in the window and 
show them some interesting features 
about it, you will get them talking 
about it and asking their parents for 
one when a few carts out in front 
may be accepted by them as just 
the regular thing in sidewalk ob- 
struction. 


The Wagon in the Window 


Dress the window all up in white 
and in the middle put a pedestal big 
enough to hold the cart at just 
about the height of the boys’ eyes 
as they stand outside. That “little 
red wagon” will stand out in that 
white background like a star in a 
service flag. Put arrows in the cor- 
ners of the window glass pointing 
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Here is a toy automobile worth selling 


to the center. Set a card in front 
of the wagon and on this card put 
the price, reduced to an odd figure, 
$3.98, not $4. Take advantage of the 
juvenile impression that $3.98 is a 
dollar cheaper than $4. Then the 
boy will quote the price at home at 
“Only” so much. On this card enum- 
erate the good points of the wagon; 
describe axles, wheels, box, tongue, 
hubs, “bearings,” etc. Just as an 
automobile dealer would describe his 
car. 

Don’t think the boys won’t notice 
this. It’s just what they want to 
know, and when they get wagons, 
they’ll tell the other boys what kind 
of parts they have, and as they look 
at the displayed wagon, they will 
wonder and make claims about their 
own. Don’t put a lot of farming im- 
plements in front of the window. 
Leave it free outside .so the boys 
can crowd right up to the glass. 

If you have a small water motor 
or electric motor, connect it up with 
a belt so you can keep the rear 
wheels of the wagon turning. If you 
can conceal the motor and belt so as 
te mystify the boys, so much the 
better. You will keen a crowd of 
them, outside of school hours, watch- 
ing the window. 

Every mother’s son and many 
mothers’ daughters too, will go 
home and talk about the wagon and 
most of them will ask for one. 

You know, the automobile agents 
give demonstrations with their cars. 
Nobody wants to buy without a dem- 
onstration. Advertise that on a cer- 
tain Saturday morning, you will give 
demonstrations of your coaster 
wagons on a certain hill. Take oui 
half a dozen of the coasters and have 
two or three dependable high school 
boys to help you and give each small 
boy who want one a demonstration 
right then and there. You will give 
the boys and girls a good time and 
you will make a lot of friends and 
develop a whole lot of prospects. 
Take down the names’ of the parents 


Keeping Children Outdoors — 


There is nothing like keeping the 
youngsters outdoors to keep them 
well and happy. 


But they must have something to - 


do. 

A “Handywagon” does the trick. 

It’s a coaster cart that will make 
riding down hill in summer a lot of 
fun. 

It’s just the thing for the boys 
and girls to use to draw one an- 
other or to haul play loads of leaves 
or sand. It develops the ingenuity 
of the child and gives him an em- 
petus along the lines of industry. 
It helps to produce the grown-up 
feeling of organized activity. 

Youngsters will play by the day 
without urging when they have a 
wagon to play with. 

You can get no amusement or 
game that will do as much and pro- 
duce as much pleasure as a “Handy- 
wagon,” and the price is within 
anyone’s reach. All kinds, from 
$2.98 up. Fitted to any size or age 
of boy or girl. 
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of children who look like possible 
customers. Then send them adver- 
tising or a salesman to see their par- 
ents. This kind of advertising and 
selling will get more sales and bet- 
ter sales and you will get business 
someone else might have got. When 
you have given a demonstration and 
developed interest, don’t leave it to 
a family to go and buy from some 
other dealer who may be their reg- 
ular source of hardware supplies. 
Go right after the sale and get it 
for yourself. 

This going out and getting the 
business that might naturally go to 
some other store will get you in 
touch with new families who may 
thus become more or less regular 
patrons for all your lines. 

If you have a customer who wants 
to get the kind of a cart that will 
coast farthest, take out two or three 
different cars and give them a try- 
out so the boy can pick out the one 
he wants. There is no class of cus- 
tomer as discriminating as the young 
boys. They want what they want 
and if they get just that, they will 
swear by what you sell them and by 
your store and they will boast that 
“This cart is a Speedy from Bar- 
ber’s Hardware.” If they have to 
take what “Pa” picks out without be- 
ing allowed to express their own 
wishes, they are quite likely to be 
unenthusiastic owners, more or less 
envious of the cart of some other 
boy. 

If you think you have the best 
coasting cart in town, offer a prize 
or a medal for a coasting contest and 
then go ahead and pull it off as a 
sporting event to which all comers 
or only users of your carts may be 
admitted, as you prefer. You can 
make this a very interesting little 
sporting event. Of course, if all 


comers are admitted, it will be up 
to you, for your own advantage, to 
(Continued on page 132) 








They are all very much interested 



























How Ballou of Worcester Has Built Paint Sales 


A Genius at Getting Publicity This Massachusetts Merchant Has 
Continually Increased Business—-Some of His Methods Described 


cess in retail selling of paints 

in New England is H. A. Bal- 
lou, 148 Main Street, Worcester, 
Mass. Here is a man, starting in 
busines#19 years ago in the same 
store that his grandfather con- 
ducted, who has gradually increased 
his sales season by season. 

You might say that Mr. Ballou 
had an advantage in starting busi- 
ness in a store established in 1848. 
Perhaps he did, but his success is 
not based on that fact. As a mat- 
ter of fact, his success is based on 


Or: of the best examples of suc- 


no set rule of action or method. No 
hardware man can sit down and 


talk with him for an hour without 
learning something that could ap- 
ply to a retail hardware store paint 
department with success. But Mr. 
Ballou’s success is based largely on 
his personality and his ability as 
salesman. 


Appreciates Publicity 


Being a natural born salesman, 
he appreciates publicity. Early in 
his business career he discovered 
that some people did not know how 
to pronounce his name. So through 
color he simplified matters. He 
painted his store blue inside and 
out, the counters are blue, there 
are bluebirds on the ceiling, he uses 
blue paper, blue string, blue ship- 
ping cases, blue cans, blue labels, 
blue stepladders, everything in fact, 
is blue. The store immediately at- 
tracted attention; established itself 
in the average mind. Thinking of 














Ballou advertises his paint business on the back of his runabout 
delivery automobile 


the store, one cannot forget the 
name—BALLOU. Immediately Mr. 
Ballou was in the public eye. 

And by liberal advertising in one 
form or another, he manages suc- 
cessfully to stick there. He enjoys 
the distinction of having articles 
about himself, his store, his success 
in magazines like McClure’s, The 
World’s Work and System, and the 
paint trade journals know that 
when they run short of material all 
they have to do is to get in touch 
with Ballou, Worcester, and he will 
furnish the dope. 

Every little while he gives away 

















Front of the Ballou paint store in Worcester, Mass., showing how paint 
is forced on the attention of passers-by 
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a 

something—a yardstick, a ruler, a 
clothes brush, a drinking cup, pay 
envelopes, matches, match scratch- 
ers, horse blankets, anything, in 
fact, that can be bought right. And 
always with his name conspicuous- 
ly inscribed. In the spring he ex- 
changes marbles with the Worces- 
ter boys for white glass bottles on a 
basis of about 11'4c. per bottle. To 
buy the bottles in the open market 
would cost him at least 3c. each. 


Co-operates with Local Organizations 


In the summer time the Ameri- 
can Steel & Wire Company pulls off 
a picnic. Ballou sells the tickets in 
his store and devotes a whole win- 
dow to the picnic and some lines of 
the American Steel & Wire Co.’s 
product. He patronizes the Boys’ 
Trade School; works his head off 
and makes his store wotk for every 
national and civic drive or cam- 
paign. Just now he is working on 
the “Save the Surface” campaign. 
He runs a score board in his win- 
dow during the World’s Baseball 
Series, and in many other ways holds 
himself continually in the public 
eye. Once he pulled off a fire re- 
sisting paint stunt. He secured 
permission to hold the demonstra- 
tion in a public square. The mayor, 
chief of police and chief of the fire 
department were there and without 
realizing it, helped Ballou to demon- 
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strate his paint to about 10,000 men, 
women and children. 

A man once bet him $500 he could 
not sell 1000 gallons of varnish in a 
day. Ballou accepted the bet and 
was willing to go $500 better he 
could not enly sell the 1000 gallons 
but would deliver every gallon 
of it and make a profit on each gal- 
lon sold. The sale took place on a 
Saturday, and it rained hard. But 
Ballou not omy sold 1000 gallons 
but 200 gallons extra and at 8 p. m. 
was sold out. He had put the prop- 
osition up to a varnish maker who 
recognized the advertising features 
and Ballou sold the varnish at $1 
per gallon and made 25 cents on 
each gallon in addition to the 
wager. That was, of course, some 
time ago when shellac gums were 
cheaper than they are to-day. 

Twelve years ago a Worcester 
County farmer bought a sulky plow 
for $40. Ten years ago Mr. Ballou 
told this farmer to paint the plow, 
thereby preserving it. The farmer 
did not want to do it, but Ballou 
finally prevailed upon him. The 
other day the farmer sold the plow 
for $65. About the time the farmer 
bought the plow for $40, his neigh- 
bor bought another at the same 
price, but*failed to follow Ballou’s 
advice. To-day he is willing to sell 
the plow for $5. Ballou is going to 
buy, scrape down and paint it, dis- 
play it in one of his windows and 
sell it for $50. He has made a bet 
he can do this. 

Employees Penalized for Carelessness 

In his store he has established a 
rule that an employee leaving a bin 
open or permitting goods to leave 
the store without being properly 
tagged, is fined 5 cents for each of- 
fense. Ballou himself paid 20 
cents the other day for careless- 
ness. The fund goes to the fellow 
having had to pay in the least 
amount of money. Ballou figures 
this system makes for efficiency. 
He is a strong believer in efficiency 
and service, service not only in the 
store, but in quality of paint. If a 
national advertised line of mixed 
paints begins to deteriorate in qual- 
ity, Ballou stops selling it. And ef- 
ficiency sticks out all over his 
method of securing business. He 
has a map of Worcester in his store 
which is plotted out much after the 
fashion of the French war map. 
Taking one section of the town, a 
man visits it to ascertain which 


houses need paint and a detailed 
report is turned into Ballou’s office. 
In a day or two house owners in this 
particular section of the city begin 
to get letters from Ballou telling of 
the advantages of paint and the let- 





ters show conclusively that Ballou 
knows what is needed in the paint 
line on each house. Some people 
resent this business method, but 
most of them accept Ballou’s advice 
and directly or indirectly Ballou 
profits. 


Boosts Home Town 


Back of most of this publicity is a 
something which gives Ballou more 
enjoyment than the fun of extract- 
ing the almighty dollar from the 
public—helping the other fellow. 
It is this very inclination to want to 
help the other fellow that continu- 
ally forces him before the public. 
He will+ get publicity in his plow 
transaction, but its main purpose is 
to teach the Worcester County 
farmer the value of keeping a sulky 
or any other kind of a plow painted 
and in good condition. He is one of 
Worcester’s biggest boosters, and a 
man simply cannot be a big booster 
and keep out of the public eye. 

When asked to give some useful 
business hints to the retail hard- 
ware readers of HARDWARE AGE, Mr. 
Ballou was reluctant. He feels that 
business advice is seldom followed 
by anybody; it may be copied in 
some form, usually the modified, 
but seldom followed strictly to let- 
ter. He suggests, however, that the 
hardware men, with a paint depart- 
ment, sell only nationally adver- 
tised goods; to push the shelf goods 
and let George or someone else sell 
the heavy lines, such as lead and 
oil, as there is much hard work and 
little profit from such sales. The 
small shelf goods returns are the 
ones that figure in the hardware 
dealer’s income tax, he says. 


Consolidated Companies Make 
Varied Lines of Hardware 


The consolidation of the Columbian 
Hardware Company with the Taylor & 
Boggis Foundry Company and the Re- 
public Structural Iron Works Company, 
Cleveland, Ohio, into the Consolidated 
Iron-Steel Manufacturing Company 
gives the new concern an organization 
with total sales of approximately seven 
million dollars. All of the individual 
companies have had a long and success- 
ful history, the Columbian Hardware 
Company having been organized in 
1901, the Republic Structural Iron 
Works Company in 1905 and the Taylor 
& Boggis Foundry Company in 1862 as 
a partnership. 

Each of the companies now consoli- 
dated manufactures a varied line of 
iron and steel products and builders’ 
hardware, sold by dealers throughout 
the United States and abroad. 

Among the principal products manu- 
factured by the company are Columbian 
vises and anvils, duplex joist hangers, 
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post caps and bases, structural steel and 
ornamental iron, sash pulleys, hinges, 
warm air registers, wall ties, coal hole 
rings, sidewalk doors, wall guards and 
gray iron castings, including machine 
tool castings. 

The active management of the com- 
pany will remain in the hands of those 
who have been responsible for its past 
growth and success. The officers are 
I, T. Kahn, president; H. F. Seymour, 
R. J. Dickey, F. Blondell, vice-presi- 
dents; J. Lehman, secretary; A. Tuteur, 
treasurer; while the board of directors 
is composed of I. T. Kahn, C. E. Sulli- 
van, Joseph Hosteiler, H. F. Seymour, 
J. Lehman, A. Tuteur, R. H. Cobb and 
A. V. Cannon. 


Hoover Plant Beautifies Its 
Surroundings 


When the Hoover Suction Sweeper 
Company erected a brick factory build- 
ing four years ago, it was supposed 
that the new structure would provide 
ample manufacturing floor space for a 
number of years. But within a year, 
an addition was built to the new build- 
ing, and somewhat later, several large 
factory buildings formerly used by the 
W. H. Hoover Company were taken over 
for the production of sweepers. 

The W. H. Hoover Company had been 
in the leather and saddlery business 

















The Hoover Plant 


since 1886, and it was a case of the 
parent industry being absorbed by its 
offspring. The consolidation of the two 
plants was effected Jan. 1, 1919. 

The group of buildings now forming 
the Hoover Suction Sweeper Company 
is situated near the public square and 
post office in North Canton, Ohio. The 
manufacture of sweepers is the prin- 
cipal industry of the town and nearly 
every family of the community is rep- 
resented in the factory or office. For 
this reason there is a good deal of local 
pride in the plant, not only on the part 
of the management but also among the 
employees and the citizens of the town. 
This feeling has led to the beautifying 
of the factory in every way possible. 

The photographs show flower boxes 
which have been placed around the 
brick buildings. When the flowers are 
in bloom and the grass plots green and 
nicely trimmed, the factory presents an 
excellent appearance. 




















Stubborn Fight Over Revenue Projects 


Politics May Prevent Repeal of Excess-Profits Tax; 








Merchandise Sales Tax Increasing in Popularity 


WASHINGTON, April 5. 


ILL the politicians beat the re- 
W vesi of the excess-profits tax? 

This question is arousing inter- 
est among business men who have re- 
cently visited Washington and are tak- 
ing home discouraging reports con- 
cerning the willingness of Congress to 
readjust tax burdens now that the na- 
tion is really on a peace footing re- 
gardless of the squabble between the 
President and the Senate over the exact 
language of the covenant of the League 
of Nations. 

The average intelligent man in the 
street may ask what politics has to do 
with excess profits. The answer is that 
next November the people will elect 
a new President, a new House of Rep- 
resentatives and one-third of a new 
Senate, and that practically every move 
made in the meantime on Capitol Hill 
will have the elections in view. 


Some Political “Don’ts” 


It is a well-established rule of our 
national legislators not to tackle a tar- 
iff revision in a Presidential year. This 
is not because Congress fears that the 
tariff laws cannot be improved by re- 
vision but merely because experience 
has shown that hostile politicians will 
circulate alarming reports about the 
practical effect of the new tariff sched- 
ules and there will not be sufficient 
time before the elections to demon- 
strate to the people that there is no 
sound basis for these roorbacks. 

But so far as the Internal Revenue 
laws go, Congress in the past has been 
much less sensitive to political consid- 
erations and has not hesitated to make 
important changes on the very eve of 
election. This year, however, the politi- 
cal situation is very tense and the lead- 
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ers on both sides of the chambers do 
not mean to take any chances. 

Our new Secretary of the Treasury, 
Mr. Houston, has already brought to 
the attention of Congress the necessity 
for the repeal or revision of the excess- 
profits tax, and has emphasized the fact 
that in its present form it penalizes the 
small, conservatively capitalized cor- 
poration, while operating beneficially 
to its big competitor, the capital stock 
of which has been liberally watered. 
Mr. Houston has already pointed out 
the desirability of substituting a flat 
tax rate for the graduated scale if the 
excess-profits tax is to be retained. 

Unpromising Outlook for Revenue 

Revision 

Nevertheless and notwithstanding, 
the Congressional leaders are reluctant 
to move, and from the present outlook 
very little serious attention will be 
given to revenue legislation until the 
pending appropriation bills have been 
acted upon by the House and sent over 
to the Senate. By that time real Wash- 
ington warm weather will be upon us 
and there will be a demand for early 
adjournment in order that the Senators 
and Representatives may get into the 
campaign. 

The proposition recently brought to 
the attention of Congress to substitute 
a general merchandise tax for the ex- 
cess-profits tax and the so-called lux- 
ury taxes is gaining amazingly in pop- 
ular strength. The first definite propo- 
sal along these lines presented in the 
House by Representative Bacharach, 
of New Jersey, is likely to be very sub- 
stantially amended and cured of its 
chief defects before it is urged upon 
the attention of the Ways and Means 
Committee. 
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An enormous advantage of the mer- 
chandise tax over every other form of 
taxation is the fact that the burden is 
distributed over the entire population, 
each citizen paying in exact proportion 
to his consumption of merchandise 
which in turn necessarily rests upon 
his ability to buy. Even the income tax 
is less fair and equitable because a 
large percentage of the people are ex- 
empted from any tax whatever while 
the heavy surtaxes are laid upon the 
shoulders of a few men who are carry- 
ing enormous responsibilities and are 
relied upon to stimulate the industries 
of the entire country. 

Much of the popularity of the mer- 
chandise tax is due to the fact that its 
enactment would not only permit of the 
elimination of the excess-profits tax 
but would leave a wide margin more 
than sufficient to justify the Govern- 
ment in dispensing with the unfair and 
burdensome luxury taxes. The demand 
for the repeal of this misnamed impost 
comes from every city, town, village 
and hamlet in the land for the hand of 
the taxgatherer has descended even up- 
on children and gathered in millions of 
pennies that heretofore have gone to 
keep the hokey-pokey man in business. 


Those So-Called “Luxuries” 


Any retail hardware dealer will 
smile if you tell him that all the arti- 
cles in his stock upon which he is re- 
quired to pay a tax are luxuries. He 
knows better and the knowledge does 
not increase his respect for our Solons 
who framed the law. 

As a matter of fact all the people 
are becoming exceedingly restive over 
the unwillingness of Congress to undo 
the blunders committed in the haste 
of framing war emergency revenue leg- 
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islation. Everybody is willing to par- 
don the blunaers, because tne emer- 
gency was very great and there were 
no reliable precedents for the action of 
Congress. But the war ended eighteen 
months ago and the people cannot see 
why Congress has not had ample time 
to cure its blunders and to straighten 
out the taxing program so as to stim- 
ulate business with a fair field and no 
favor. 

If this session of Congress adjourns 
without amending or repealing the ex- 
cess-profits and luxury tax laws, Sena- 
tors and Representatives who go out 
into the campaign will find themselves 
obliged to answer some very embar- 
rassing questions. The average tax- 
payer cares little about the political 
parties when his pocket is concerned, 
and he is much more likely to vote for 
the candidate who pledges himself to 
come to Washington and help readjust 
war taxes than for the man who has 
represented the district for the past 
two years and has sidestepped what the 
people regard as the biggest practical 
issue now before the country. 


Stock Dividend Decision May Help 


It is a highly interesting fact that the 
decision of the United States Supreme 
Court that stock dividends are not tax- 
able will afford a large measure of re- 
lief to a great many partnerships and 
corporations in the event that Congress 
should finally decide not to repeal the 
excess-profits tax. Business men should 
give close attention to this phase of 
the subject which may prove of great 
importance in many cases. 

As I have heretofore indicated, the 
assessment of excess-profits taxes un- 
der the existing law has worked great 
hardship upon many corporations which 
have grown from modest beginnings to 
great business institutions but which 
through all this period of development 
have maintained their original capital- 
ization. These are generally what are 
known as close corporations, being com- 
posed of ~ few stockholders and are 
really parmerships although maintain- 
ing a corporate form. 


Tax Based on Capital 
Under the existing laws such cor- 


porations are allowed only the same 
percentage of earnings upon capital 
suoChS as companies which are over- 
capitalized. Earnings in excess of such 
percentages are subject to the high 
rates of the now existing excess-profits 
tax. 

In this way the conservative corpora- 
tions are at a distinct disadvantage be- 
cause their capital stock fails to repre- 
sent anything like the full value of their 
assets. . The Supreme Court decision 
will permit of stock dividends in such 
cases sufficient to equalize to a sub- 
stantial extent the disadvantages under 
which they have labored during the 
past two years and these dividends will 
not be taxable. 

Few stock dividends have been de- 
clared of late because of the vexed 
question of their taxability. Business 
men in all lines will rejoice that this 
uncertainty has been removed and the 
way opened to escape at least one of 
the especially heavy burdens of the 
war. 

Not Likely to Try Again 

I have recently received several in- 
quiries as to the possibility that Con- 
gress will attempt to re-enact the law 
respecting the tax on stock dividends 
in such a way as to remove objections 
raised by the court. These inquiries 
evidently are based upon erroneous im- 
pressions as to the facts surrounding 
the framing of this feature of the war 
revenue laws. 

congress has no general authority 
to levy income taxes but derives a cer- 
tain limited power to do so from the 
provisions of the Sixteenth Amendment 
to the Constitution. This amendment 
clothes Congress with power to levy 
taxes upon “incomes” but gives it no 
authority to classify as “incomes” such 
receipts as stock dividends, which, as a 
matter of fact are merely a readjust- 
ment of capital. 

Putting it another way, while Con- 
gress may do what it likes in the way 
of taxing receipts which are actually 
income, it has no power whatever 
over receipts which are not income. 
For this reason it would seem to be 
futile to make another attempt to tax 
stock dividends. 


Heavy Shrinkage in Our Export Trade 


[* begins to look now as though the 
- H.C. of L. will have to come down, 
not because our national joy riders and 
free spenders are obliged to quit, but 
simply because of our inability to sell 
our surplus products to foreign coun- 
tries and especially to Europe. If this 
surplus, which of course includes food, 
must be sold at home in competition 
with the auota we have heretofore con- 
sumed, prices will have to drop and we 
shall be fortunate if we can absorb the 
shock without any panicky sensations. 

There was a big tumble in our gen- 
eral exports in February according to 
the foreign trade statement issued a 
few days ago by the Bureau of Foreign 
and Domestic Commerce. The tenden- 


cies of the past two or three months 
should have prepared us for this state- 
ment. Nevertheless it comes with a dis- 
agreeable shock. 

Our exports for February amounted 
to $646,000,000, the smallest since Oc- 
tober, 1919, as compared with $722,- 
000,000 in January of this year and 
$585,000,000 for February of.last year. 
Here then is a drop of $76,000,000, or 
more than 10 per cent in a single 
month. 


Passing of Peak of Export Trade 


This loss is further emphasized by 
the fact that the exports for the eight 
months ended February were valued at 
$5,231,000,000, against $4,383,000,000 
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for the corresponding period of last 
year. These eight months constituted 
the peak of the export trade. 

February imports aggregated $467,- 
000,000 against $474,000,000. in January 
of this year, and $235,000,000 in Febru- 
ary a year ago. While our imports 
showed a slight decline in February, 
yet the increase over the corresponding 
period a year ago was nearly 100 per 
cent and is causing a good deal of un- 
easiness among the men in Congress 
charged with the responsibility of the 
national finances. 

Imports for the eight months ended 
with February amounted to $3,235,000,- 
000 as against $1,933,000,000 a year 
ago. While the percentage gain for 
the eight months was not so great as 
during February of this year it was 
quite sufficient to show that the heavy 
import movement recently noted is not 
sporadic but something that must be 
reckoned with industrially as well as 
from the standpoint of the revenue. 

In this connection it is highly signifi- 
cant that the imports in the eight 
months, ending February, representing 
but two-thirds of the current fiscal 
year, exceeded by $140,000,000 the 
total imports during the entire fiscal 
year which ended June 30, 1919. 


High Tariff Men Worried 


Protectionists in Congress profess 
much concern over these figures and 
declare they propose urging the neces- 
sity of revising the Underwood-Som- 
mins tariff law at the earliest prac- 
ticable moment. Nevertheless, the old 
rule that Congress must not monkey 
with the tariff schedules on the eve of 
a presidential election will undoubtedly 
prevent action at the present session. 

It will not, however, prevent the 
Ways and Means and the Finance Com- 
mittees from gathering material for 
the revision which Congress will prob- 
ably seek to make at the short session 
next winter. As the short session 
will continue but 60 legislative days, a 
great deal of preliminary work will 
have to be done before November rolls 
around and unofficial subcommittees in 
both House and Senate will doubtless 
have some very substantial tasks cut 
out for them during the remainder of 
the present session. 

Some additional figures just issued 
by the Department of Commerce show 
that whether we are technically at 
peace with all the world, the world is 
certainly faring very well so far as 
our foreign commerce is concerned. I 
have before me a table showing our 
imports by countries of origin for the 
month of January, 1920, as compared 
with the corresponding month of 1919, 
and a glance at the figures will be en- 
lightening. 


Recovery of European Trade 


Our imports from Belgium in Janu- 
ary, 1919, amounted to $36,685. For 
January of this year they jumped to 
$2,943,229. 

From Denmark we imported goods 
to the value of $69,156 in January a 
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yéar ago. In the same month of this 
year our receipts from this country 
were valued at $1,232,463. 

Holland sent us goods to the value 
of $800,137 in January, 1919. In the 
same month of this year we imported 
trom Holland merchandise to the value 
of $10,062,223. 

Other countries showed similar as- 
tonishing gains. Our imports from Nor- 
way in January, 1919, were valued at 
$84,344, but in the same month of this 
year they jumped to $1,232,064. 

Our imports from Sweden in January 
last year aggregated $947,350. This 
year they rose to $2,539,180. 

The most significant of all these fig- 
ures, however, are those showing the 
amazing revival of the import move- 
ment in German goods. In January, 
1919, although the armistice had been 
in force for more than a month, the 
total imports credited to the German 
empire were valued at $177, while in 
January, 1920, the goods originating in 
Germany totaled $4,385,975. 


Germany Takes Millions 


While our exports have declined, as 
above indicated, it is worth noting that 
our shipments to Belgium, in January, 
1920, showed a gain of 50 per cent; 
those to Denmark, 100 per cent; those 
to Holland, 120 per cent; while it ap- 
pears that our exports to Germany 
rose from nothing to $14,675,317. 

In the face of these figures it is not 
surprising that business men should 
feel little interest in the fate of the 
peace treaty. They will probably be 
better satisfied with the passage of a 
joint resolution declaring a state of 
peace to exist than with another six 
months’ wrangling over the dotting of 
’s and crossing of t’s in the covenant 
of the League of Nations. 
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And cue We’ve Been Thinking All Along That the U. S. 
Did Pretty Well 


Fordney Would Wipe Out Wartime 


Commissions 


+ HAIRMAN FORDNEY, of the 

Ways and Means Committee, who 
feels heavy responsibility for the fed- 
eral revenues, is making a strong fight 
to eliminate the hundreds of useless 
bureaus and commissions established 
during the war but which, although 
now serving no useful purpose, are 
still in existence, carrying along staffs 
about as numerous and expensive as at 
any time during the great conflict. As 
indicating what economies may be 
looked for in this direction, Mr. Ford- 
ney made the following brief but point- 
ed statement: 

“In support of my contention for the 
elimination of useless governmental 
agencies for the sake of economy, I de- 
sire to call attention to the fact that in 
the year 1916, just prior to the war, 
the appropriation for independent bu- 
reaus and offices amounted to $7,222,807, 
while the estimates for the year 1921, 
two years after the armistice, amount- 





ed to the amazing total of $506,740,449 
for independent bureaus and agencies. 
This immense sum now goes to govern- 
mental agencies not under any govern- 
ment department. It is nearly as much 
as was required prior to the war to 
pay the entire operating cost of the 
Government!” 

This reminds me that while there 
were 108,000 extra war workers in 
Washingtor. when the armistice was 
signed, it is estimated that there are 
still 107,000 of them holding down jobs 
at the expense of the general taxpayer. 
More power to Mr. Fordney’s elbow! 


Senator Smoot’s Discovery 


The watchdog of the Treasury in the 
Senate is Reed Smoot, Senator from 
Utah. Mr. Smoot has had a wide busi- 
ness experience and has been connect- 
ed with more different kinds of indus- 
trial and commercial enterprises than 
any man in either house. He believes 
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in the old saw that if you look after 
the pennies the dollars will take care 
of themselves. 

In searching for opportunities to 
effect economies, his attention has been 
drawn to what he regards as gross 
abuses in the printing of speeches and 
other propaganda literature by govern- 
ernment officials to be paid for out of 
the public Treasury. Mr. Smoot is 
chairman of the Joint Committee on 
Printing and quotes figures from the 
official records. 

He says that during the period from 
July 1, 1916, to September 15, 1919, there 
were printed at the order of the execu- 
tive departments a total of 30,144,362 
copies of speeches. The cost of print- 
ing, envelopes, mailing, postage, haul- 
ing, etc., amounts to an aggregate of 
$442,798.73, which came out of the 
public Treasury. 


Some Costly Publicity 


During this period of time there 
were printed for the executive offices 
copies of the President’s addresses to 
the total of 1,163,862, the weight of 
these speeches being 80,000 pounds and 
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the cost $13,705.72. The greatest cir- 
culation was given to an address by 
Rev. W. J. Weinmann, 2,000,000 copies 
of which were sent through the mails 
by the railroad administration. The 
character of this address and the inter- 
est of the railroad administration in it 
are not disclosed in Senator Smoot’s 
report. 

Next to Mr. Weinmann’s, a speech 
by William G. McAdoo, delivered at 








descanting upon the importance of the 
reclamation of all waste, Mr. Alexan- 
der says: 

“Spring is here and with it comes 
spring housecleaning. The housewives 
will, in cleaning out the house, throw 
away or burn great quantities of waste. 


All Waste Should Be Utilized 


“The lessons learned during the war 
should not be forgotten; let it be borne 


Helping the Community Go Dry 


Altoona, Pa., in 1918, proved must pop- 
ular. There were 1,000,000 copies of it 
circulated through the mails by the 
railroad administration. 

The Senate and House of Represen- 
tatives have been accused of extrava- 
gance in printer’s ink and white paper, 
but these disclosures show that they 
are not the only guilty ones. Officials 
of the executive branch of the Govern- 
ment also are inclined to talk and to 
lay their remarks before the public— 
also at the expense of the public 
Treasury. 


Secretary Alexander’s Spring Song 


Mr. Alexander, the new Secretary of 
Commerce, is impelled by the approach 
of spring to make an appeal to the pub- 
lic in the interest of economy. Not be- 
ing a poet, his spring song is in com- 
monplace prose and carries a serious 
lesson. 

He thinks it would be a good plan 
for the smallest communities to have 
their junk dealers, and that where the 
town is not big enough to support an 
exclusive business, that the local hard- 
‘ware man take it up as a side line. In 


Marcus in New York Times 


in mind that the reclamation of waste 
is a problem which is not only fitted 
for war times but for the times of 
peace as well. The argument which 
may be advanced from time to time 
that the utilization of waste material 
in times other than war is not neces- 
sary, is fallacious, because it is very 
essential that some means of offsetting 
the H. C. L. be found. 

“Do not waste waste—but turn it 
back into the channels of commerce. 
You will be surprised at the tidy little 
sum of money that can be derived by 
turning over all character of old paper, 
rags, rubber, metals, and other odds 
and ends to the junk dealers who in 
turn will start this waste back into use- 
ful trades. 

“It has been estimated that the value 
of unreclaimed waste material through- 
out the United States in the form of 
paper, rubber, metals, etc., is about 
$500,000,000. Fully 90 per cent of this 
material can be reclaimed through the 
proper efforts. 

“The Department of Commerce has 
on hand a limited number of publica- 
tions on Waste Reclamation which it 
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will be glad to send interested per- 
sons.” 


H. C. of L. will get another boost 
if the recent appeal of the American 
Express Company for increased ex- 
press charges is granted. This com- 
pany is the big consolidation brought 
about by the Government for war pur- 
poses but now being continued as a 
matter of convenience. 

The increases demanded range from 
10 per cent to 75 per cent and are es- 
timated to afford $25,000,000 additional 
revenue annually. Increased operating 
costs and the need for new facilities 
are the bases for the petition. 

Instead of. making money, the com- 
pany estimates a deficit for 1919 at 
more than $22,000,000 and looks for- 
ward to a heavier loss in 1920. In- 
creased wages and more overtime as 
the result of the enforcement of the 
8-hour law are the responsible factors 
in the deficit. That the conditions com- 
plained of are typical, is shown from 
the fact that the American Express 
Company handles 92 per cent of all 
the express business involving rail 
transportation. 


Northeastern Section Hit Hard 

The 75 per cent increase on all ex- 
cept commodity rates is asked for the 
zone which covers the entire country 
east of the Mississippi and north of 
the Ohio and Potomac rivers. A 50 per 
cent increase on all except commodity 
rates is asked for the rest of the coun- 
try. 

The commodity rates are not to be 
increased so heavily. An advance of 
25 per cent on these rates is urged in 
the first zone, and of 10 per cent in 
the other zones. All increases are in 
addition to the high tariffs which went 
into effect during the war. 

Shippers’ associations are protesting, 
but, as in the case of the proposed in- 
crease in freight rates, they are not 
making the desperate fight they used 
to make in the old pre-war days. Until 
wages begin to come down it will al- 
ways be hard to prevent prices going 


up. 


Brock Leaves Hibbard, 
Spencer, Bartlett & Co. 


Mr. L. Brock, who for the past four- 
teen years has been connected with Hib- 
bard, Spencer, Bartlett & Company, has 
severed his connection with that con- 
cern and has become the branch man- 
ager for the American Range & Foun- 
dry Company at Chicago, at 1319 South 
Michigan Avenue. 

Mr. Brock began in the sales depart- 
ment of .Hibbard, Spencer, Bartlett & 
Company fourteen years ago, working 
his way up to buyer and manager of the 
stove and woodenware department of 
this firm. Mr. Brock severed his con- 
nection to accept the position with the 
American Range & Foundry Company 
after having handled Sanico ranges for 
the past two years, and will now de- 
vote his entire attention to the sale of 
this line. 
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Hardware Merchants Should Boost for “Build 
Your Own Home” Campaigns 


are rapidly gaining headway in various 

parts of the United States, should receive 
the active support and co-operation of every retail 
hardware dealer. 

No other retailer, with the possible exception of 
the lumber dealer, stands to benefit so strongly 
from the successful completion of these campaigns. 
New homes mean the creation of absolutely new 
business for the hardware merchant, from the time 
the shovel first breaks ground for the foundation 
until the final coat of paint has been applied to the 
finished house and the kitchen range installed. It 
is business which can be acquired through no other 
channel than that of actual home construction. The 
million home seekers will continue to buy clothing, 
food and luxuries, but until the new home is started 
there is nothing to turn their thoughts to hardware 
products. 

Naturally the impetus for this great movement 
must come from dealers whose persona] interest is 
most affected. 

However, the “Build Your Own Home” cam- 
paign should not spring entirely from any motive 
of self profit. Back of it must be a spirit of help- 
fulness and service; of individual and community 
betterment. The foundations of good government 
rest upon good citizenship and good citizenship is 
bred and fostered in good homes. 

This fact alone should be incentive enough for 
every reader of HARDWARE AGE to back the “Build 
Your Own Home Campaign.” The mere fact that 
you believe in the movement is not enough. A 
policy of passive acquiescence will bring only pas- 
sive results. It is the pet policy of laziness and 
indolence, fitted to the drifter and not the doer. 
The progress of hardware dealers in the past few 
years has proved their graduation from the drifter 
class. To-day they are acknowledged leaders in 
their respective communities—molders of thought 
and sentiment. At the same time their business 
training has fitted them for the task of putting 
thoughts into action and following plans through 
to successful conclusions. In the home shortage 
which confronts us the people of their communities 
have a right to expect their active aid. 

To-day there is an actual shortage of one million 
homes in the United States. One million American 
families stand ready and willing to build and equip 
new homes if only suitable arrangements can be 
made by which the heads of these families can pay 
for their dwellings on an equitable instalment or 
time basis. They are good credit risks, but they 
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need financial backing. That is the problem which 
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is up to the progressive hardware merchant to-day 
and on the proper solving of it depends his future 
profits. 

Plans should be immediately formed in every 
community tending toward the creation of a hous- 
ing corporation. Public meetings should be called 
and the local commercial clubs should be interested 
in the project. It means work—hard work—and 
lots of it. It means the interesting of the local 
bankers, the professional men and the various busi- 
ness interests. The only man who will not need 
stirring up is the home seeker. He will be with 
you from start to finish. 

Already hardware men in conjunction with other 
live merchants are putting over this “Build Your 
Own Home Campaign” in many American cities. 
Poughkeepsie, N. Y., faced a serious home shortage 
and was one of the first cities to foster the move- 
ment. The Poughkeepsie Chamber of Commerce 
got on the job. The manufacturers voluntarily 
raised $200,000 to be subscribed as second mort- 
gage money in the Poughkeepsie Housing Corpora- 
tion, provided the business and professional inter- 
ests of the city would subscribe a like amount. The 
offer was accepted and in less than three weeks the 
money was raised. A housing directorate of five 
prominent business men now direct the corpora- 
tion, the life of which is to be approximately fifteen 
years. 

The Hardware Division was assigned a quota of 
$10,000, which was raised without difficulty. The 
C. J. Johnson Hardware Company not only sub- 
scribed to the project but furnished the campaign 
slogan, “Put Your Key in Your Own Front Door.” 

Fiint, Mich., has likéwise formed a housing cor- 
poration with a capital of $500,000. 

Lynn, Mass., has the building fever and has 
started a similar campaign with a capital of 
$100,000 raised by the securing of 100 men willing 
to invest $1,000 each in the project. 

One contemplates having the housing association 
furnish the prospective builder with 90 per cent 
of the building cost, payable in easy monthly in- 
stallments. Under the other plan, the co-operative 
banks furnish 75 per cent as a first mortgage; the 
housing corporation 15 per cent as a second mort- 
gage, and the prospective builder supplies the other 
10 per cent. This also is handled on an easy pay- 
ment plan. Five hundred Lynn citizens have al- 
ready signified their willingness to build under the 
proposed conditions. 

Is it worth while to you to have fifty—one hun- 
dred—or one thousand new homes in your com- 
munity this year? The answer is up to you. Back 
the “Build Your Own Home Campaign” until 
every man in your community puts his key in his 
own front door. 











Letters of a Sales Manager to His Men 


LVIII 
Danger Signals ‘ 


' 


This is the fifty-cighth of a series of sales letters, which, though intend@@ primarily for 
traveling men, will be of interest to every member of the trade. They apere written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are reallyhort editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware AGE, in which they will appear in succeeding issues 
through the year. 


a. is an unfinished world. It will always be an unfinished world. 
Man can make no greater mistake than aspiring to finish it. 
The finishing touches on this old world will be put on by the master hand that created it. 


This world is only an abiding place for man and the Creator has placed at man’s disposal certain num- 
berless things with which man can work. 


It is asked and expected of man that he shall not, through selfishness or indifference, fail to do his part 
as the days pass. 


How like this great world and its opportunities is this business organization of which we are all a part. 


Dream, if you will, of what the thoughts and aspirations of the founder of this business were, or dream 
if you prefer of what your conception is of what this business institution should be. 


There will be work and plenty of it in building still bigger this institution after you and I are gone. 
Our efforts should be to see that we render to each day, the largest measure of our ability. 


In Dr. Maclaren’s books he speaks of great blocks of stone—cut and squared—that have been found 
buried under the dust of the ages. 


These blocks of stone were originally meant to be a part of some great structure, but they were never 
used. They have laid there for centuries, neglected and forgotten, and the building for which they were 
intended has been finished without them. 


Why? 
Perhaps because the block of stone did not fit into the niche that had been prepared for it. 


Blocks of human structure are being shaped every day in this business institution, in order that its 
human walls shall stand firm and secure. 


Every man must hew his own block. It is as though you were carving yourself out of marble. 
Your place has been made for you in this hall of fame. 


Whether you ever fill that place or, like the rocks of which Dr. Maclaren speaks, you are cast aside 
and left for destruction and decay, depends upon you, and you alone. 


The raw material is in your hands. Shape it as you will. Knock off corners and round off the curves. 
Prepare the piece as you see fit, and when the day comes for the great test—when the square and rod are 
placed upon you, will your work show that you have made an honest (the best) contribution you can make 
to this business institution? 
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Unique “layout” at banquet given by Tritch Hardware Company, Denver, Colo. 


Tritech Hardware Company Dis- Display of Disston Saws at Philadelphia Convention 


continues Retail Trade 





On February 10 the Tritch Hardware 
Company of Denver, Col., converted its 
new sample room into a banquet hall. 
A luncheon was given to the Denver 
Jobbers’ Association, and the tables 
shown in the acéompanying picture 
were set in an aisle flanked on both 
sides with very appropriate hardware 
displays. In the evening a dinner was 
given to the Denver Purchasing Agents’ 
Association. At the latter event the 
Tritch company announced its intention 
to discontinue its retail department so 
that its wholesale business would here- 
after receive all its attention. 


“Better Merchandising Methods” 


Oneida Community, Ltd., Oneida, N. 
Y., have issued an unique booklet for 
the benefit of the hardware trade con- 
taining valuable merchandising sugges- 
tions, both in text and illustrations for 
seasonable window trims. These sug- 
gestions embrace a general line of 














— fires, Ragpncann lng ena This photograph was taken at the nineteenth annual convention of the 
that would make a good window dis- Pennsylvania and Atlantic Seaboard Hardware Association, held re- 
play, and then show the effect produced cently at Philadelphia, showing the well-arranged exhibit of Henry Diss- 
by grouping these articles in a photo- ton & Sons, Philadelphia. Note the neat display of tools in the back- 
graph. ground. 
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About Hardware Manufacturers 


Additions to Plants, New Incorporations, Changes in 
Ownership and Other Interesting Items of Trade 


James Averillo and James Maister, 
140 State Street, New Haven, Conn., 
have organized a company to manufac- 
ture pocket knives and cutlery special- 
ties. Plans are being prepared by 
Architect Harry S. Canicci, 42 Church 
Street, for a two-story factory, 22 x 50 
ft., to be located on Congress Avenue, 
near Cedar Street. 

The Simms Magneto Company, North 
Arlington Avenue, East Orange, N. J., 
manufacturer of magnetos and ignition 
equipment, has awarded a contract to 
the American Concrete Steel Company, 
27 Clinton Street, Newark, N. J., for 
the erection of a two-story addition to 
its present building, comprising a third 
and fourth floor, 177 x 231 ft., with ell 
extension 67 x 153 ft., to cost about 
$375,000, including equipment. 

The Keystone Varnish Co., 71 Otsego 
Street, Brooklyn, is having plans pre- 
pared for a reinforced-concrete addition 
to its plant to cost about $85,000. John 
E. Nitchie, World Building, New York, 
is architect. 

The Western Tinware Co., St. Louis, 
Mo., has leased a three-story building 
and will establish a plant for the man- 
ufacture of electric washing machines. 
The initial works will comprise about 
40,000 sq. ft. 

The Kelso Mfg. Co., Market Street, 
Trenton, N. J., manufacturer of auto- 
mobile brake lining, etc., is planning 
for the erection of a brick addition to 
its plant. The company has recently 
acquired property adjoining its works 
as a site. 

The Fort Wayne Tire & Rubber Mfg. 
Co., Fort Wayne, Ind., a Delaware 
corporation, has increased its capital 
from $1,000,000 to $2,500,000. 

The Flash-O-Light Corporation, 
Union Hill, N. J., has been incorporated 
with a capital of $25,000 by Aaron 
Engel, Irving Laikin and Richard J. 
Davies, Jr., to manufacture spark plugs. 

The Yale Piston Ring Company, Inc., 
560 West Thirty-sixth Street, New 
York, expects to inaugurate operations 
at its new plant on Myrtle Avenue, 
Boonton, N. J., early in April. Plans 
are now under way for the erection of 
four additional buildings during the 
spring and summer. 

The New York Kiepkuler Company, 
New York, has been incorporated with 
a capital of $65,000 by W. P. Cavan- 
augh, I. E. Maginn and M. A. Snider, 
50 Broad Street, to manufacture iceless 
refrigerators. 

The Gibraltar Tire & Rubber Com- 
pany, 2384 Fourth Avenue, New York, 
has awarded a contract to E. J. Ashfield, 
350 Fulton Street, Brooklyn, for the 
erection of its new one and two-story 
plant, 90 x 140 ft., at the Hudson 
Boulevard and Thirteenth Street, West 
New York, N. J., to cost about $60,000. 

The Unkeefer Varnish Company, 


1827 North LeClair Avenue, Chicago, 
Ill., is taking bids for the erection of 
a one-story plant addition, 20 x 85 ft., 
to cost about $10,000. 

The Invincible Weather Guards Com- 
pany, Brooklyn, has been incorporated 
with a capital of $25,000 by L. F. Vel- 
lia, Jr., T. B. Palliser and W. H. Schaer, 
2316 Bedford Avenue, to manufacture 
weather strips, screens and kindred 
products. 

The two new additions to the plant 
of the Oneida Community, Inc., Oneida, 
N. Y., manufacturer of steel animal 
traps, plated ware, etc., are estimated 
to cost about $85,000. The buildings 
will be one-story, 60 x 160 ft., and 60 
x 260 ft., respectively, and will be 
used as a machine shop and for general 
utility service, in the order mentioned. 

The American Sanitary Refrigera- 
tion Company, 716 East Gray Street, 
Louisville, Ky., recently organized, is 
planning for the establishment of a 
local plant for the manufacture of 
household refrigerators. A_ building 
has been secured and this will be re- 
modeled to suit the new line of produc- 
tion; machinery to cost about $30,000 
will be installed. Silas Rosenfield is 
president. 

The Kwick-Start Spark Plug Com- 
pany, Newark, N. J., has been incorpo- 
rated with a capital of $125,000 by 
Bernard J. Commings, John W. Ekstedt 
and John Commings, to manufacture 
spark plugs. 

The United Tire & Rubber Corpora- 
tion, Philadelphia, Pa., has leased the 
entire building at 1624 Arch Street, 
under a five-year lease, for the estab- 
lishment of a local works. 

The Advance Spring & Wire Com- 
pany, 1749 Carroll Avenue, Chicago, 
Ill., has awarded a contract to the 
Frank H. Stowell Co., 19 South LaSalle 
Street, for the erection of a two-story 
plant at Carroll Avenue and Wood 
Street, 120 x 125 ft., to cost about 
$75,000. 

The Leiber Mfg. Company, Detroit, 
Mich., has filed notice of change of 
name to the Victor Screw Works, Inc. 

The Wawasee Tire & Rubber Co., 
Akron, Ohio, E. W. Saltsman, head, is 
considering plans for the erection of a 
new two-story manufacturing plant at 
Syracuse, Ind., to cost about $500,000, 
including equipment. 

The Franklin Appliance Co., Eliza- 
beth, N. J., has been incorporated with 
a capital of $50,000 by C. L. Higbsy, 
Frank Stout and A. D. Stout, Plain- 
field, to manufacture electrical appli- 
ances. 

The No-Leak Piston Ring Company, 
Baltimore, Md., has filed plans for the 
erection of a two-story plant, 17 x 70 
ft., at 824 West North Avenue. 

The Mifflin County Hardware Com- 
pany, Lewistown, Pa., has been incorpo- 
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rated by J. Earl Buch and associates, 
with capital of $60,000, to manufacture 
hardware. 

The Cleveland Metal Products Com- 
pany, Cleveland, Ohio, manufacturer of 
oil heaters, cooking stoves, etc., has 
arranged for a note issue of $4,000,000. 

The Thermoid Rubber Company, 
Whitehead Road, Trenton, N. J., manu- 
facturer of automobile tires, will soon 
break ground for a one-story addition, 
150 x 200 ft., to cost about $75,000. 

Blau Service, Inc., Newark, N. J., 
has been incorporated with a capital 
of $125,000 by Edward Blau and Ellis 
J. Cook, to manufacture electrical ap- 
pliances. 

The Henderson Mfg. Co., Washing- 
ton, D. C., hag been incorporated under 
Delaware laws with capital of $200,000 
by James B. Henderson, Sidney B. Kent 
and Bruce E. Clark, to manufacture 
weather strips, screens and kindred 
specialties. 

The Clox-Lite Mfg. Co., 24 Scott 
Street, Newark, N. J., recently organ- 
ized to manufacture automatic light- 
ing devices for automobile service, is 
planning to increase its capital to $500,- 
000, for increase in manufacturing 
facilities. Werner O. Olson, formerly 
connected with Thomas A. Edison, Inc., 
West Orange, N. J., is president. 

The Sherwin-Williams Paint Com- 
pany, 454 Second Street, San Francisco, 
Cal., has completed plans for the erec- 
tion of a new plant, to comprise six 
factory buildings at Emeryville, Cal. 
Headquarters of the company are at 
Cleveland. 

The Bradley-Wise Paint Company, 
Los Angeles, Cal., is preparing plans 
for the construction of a group of three 
factory buildings at Jessie and Mesquit 
Streets, 20 x 120 ft., 20 x 80 ft., and 
20 x 65 ft., respectively. 

The Apex Appliance Company, 322:5- 
55 West Thirtieth Street, Chicago, man- 
ufacturer of electric washing machines, 
vacuum cleaners, ironing machines, etc., 
is considering the erection of a branch 
plant at Oakland, Cal., to be used for 
the manufacture of washing machines; 
the initial annual capacity will be about 
20,000 machines. 


New England Notes 


James Averillo and James Maister, 
140 State Street, New Haven, Conn., 
are having plans prepared for a two 
story brick building, 22 x 50 ft., on 
Congress Avenue, near Cedar Street, 
that city, where pocket knives and cut- 
lery will be manufactured. 





Plans are being drawn for the Tri 
mont Mfg. Co., Roxbury, Boston, for 
another addition to its plant, which will 
be three stories, 240 x 40 ft. The com 
pany manufactures wrenches, pipe cut- 
ters, etc. 





The Edward Miller Co., Meriden, 
Conn., lamps, is to erect a large fac 
tory building within the next few 
months, which at first will be used for 
a warehouse and for packing and ship- 
ping purposes. ; 
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Carborundum Company Will 
Spend $500,000 on 
Improvements 


The Carborundum Company, Niagara 
Falls, N. Y., is to spend approximately 
$500,000 in extending and improving its 
plant at Niagara Falls and its two big 
furnace plants, one at Niagara Falls, 
Ont., and the other at Shawinigan Falls, 

ue. 

. The big building plan includes a three- 
story addition to the paper and cloth 
plant at Niagara Falls, in which are 
manufactured carborundum paper and 
cloth. Carborundum brand garnet pa- 
per and cloth, and-Aloxite cloth. 
This addition, which has just been 
recently finished, is 482 feet long 
and 81 feet wide and will provide 
greater facilities for the storing and 
curing of all carborundum, garnet and 
Aloxite paper and cloth products, and 
for the extension of the rubber bonded 
wheel department. 

Another addition, just completed, will 

extend one of the wheel making and 
kiln departments, the new building be- 
ing two stories, 96 feet long and 64 feet 
wide. Both of these new structures are 
of concrete and are of the most modern 
type. 
Other big extensions and improve- 
ments have been planned and work will 
be started immediately. These plans 
call for additions to the crushing de- 
partments and other improvements at 
the furnace plant at Niagara Falls, Ont., 
where the abrasive Aloxite is made, and 
at Shawinigan Falls, Que., where is lo- 
cated an extensive carborundum fur- 
nace plant. Besides these building op- 
erations the program calls for the ex- 
tension of at least fourteen different de- 
partments at the Niagara Falls, N. Y., 
plant of the Carborundum Company. 





E. Edelman & Company Com- 
plete New Factory 


E. Edelman &-Company announce the 
completion of their new factory, which 
covers 217 feet on Crawford Avenue 
and 725 feet on Schubert Street, Chi- 
cago. In spite of the severe weather 
conditions and scarcity of labor and 
material, the building was completed in 
less than six months. 

The opening of the new factory marks 
an era in the company’s development, 
as it is exactly 10 years since this busi- 
ness was organized in a small way. 

This new building was figured as a 
first unit, and it is expected that exten- 
sions will be made later. It is a one- 
story mill constructed and sprinkler 
equipped building, with saw-tooth roof 
and skylights. A welfare room, hos- 
pital and restaurant will be provided 
for the convenience of employees. 

This company makes the Edelman 
auto accessory products. 

The Detroit Valve and Fittings and 
Detroit Brass Works, Detroit, Mich., an- 
nounce that they will be represented in 
the Middle West by George A. Lutz. 
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News of Canadian Hardware Trade 


Revival of Building Activity in Dominion Indicated— 
Reports of New Incorporations, New Plants and Additions 


[From our own 
TORONTO, ONT., April 3. 

From all quarters of Canada come 
reports of extensive building programs 
projected for the present year which 
will have the effect of stimulating the 
market and bring on a heavy demand 
for all lines of hardware, builders’ sup- 
plies, tools, machinery, equipment, etc. 
The opening months of the year give 
promise of a revival of building activi- 
ties throughout the Dominion on a scale 
that has not been attained since before 
the war. Returns of building permits 
issued during the month of February 
indicate that the totals for the previous 
month have been surpassed and the 
volume of building for the correspond- 
ing month a year ago has been more 
than doubled. The total value of 
permits issued during the last month 
for the 38 cities of the Dominion reach 
a total of $4,568,074 as compared with 
$1,864,597 for February, 1919, and 
$3,731,267 for the month of January. 
This may be regarded as a creditable 
showing in the face of unprecedented 
difficulties encountered by the building 
trades, says the Financial Post. The 
cost of labor has risen to an excessive 
degree, and the conditions of the market 
for all forms of building materials 
show no signs of improvement. The 
severity of the present winter has also 
had a tendency to interfere with oper- 
ations. The returns of practically all 
cities show a substantial increase for 
the month. 

The H. V. Short Hardware, Ltd., 
Toronto, Ont., has been incorporated by 
Hedley V. Short, 46 Adelaide Street 
West; Frank H. Wilmot, Frank M. 
Short and others, with a capital stock 
of $40,000, to take over as a going con- 
cern the business now carried on by 
Hedley V. Short, to carry on business 
as hardware merchants, to manufacture 
and deal in hardware supplies, build- 
ers,’ plumbers’, and machinists’ sup- 
plies, ete. 

Angstrom & Verochio, Ltd., Toronto, 
Ont., have been incorporated by Charles 
B. Henderson, 6 King Street East; 
Lawrence C. Angstrom, Donato Vero- 
chio and others, with a capital stock 
of $100,000, to manufacture and deal 
in contractors’ supplies, hardware, 
building material, etc. 

The Walker Dishwashing Machinery 
Company, Syracuse, N. Y., is contem- 
plating the erection of a manufacturing 
plant in Toronto, Ont. 

The Coleman Lamp Co., Wichita, 
Kan., has purchased a site in Toronto, 
Ont., on which it will erect a manufac- 
turing plant. 

The Prest-O-Lite Company, 120 Elm 
Street, Toronto, Ont., will build a man- 
ufacturing plant and boiler house in 
the city to cost $400,000. 

The Northern Aluminum Company, 
158 Sterling Road, Toronto, Ont., plans 
to turn out its full line of products for 


Correspondent] 


the Canadian trade in this country. 
This will mean the addition of some 
forty lines to the Canadian output and, 
although this does not cover all now 
brought in from the United States, it 
is proposed to eliminate the others al- 
together. 

W. D. Shambrook, who recently re- 
signed from the E. T. Wright & Co., 
has formed a company under the name 
of W. D. Shambrook & Co., and will 
establish a plant in Hamilton, Ont., for 
the manufacture of aluminum kitchen 
utensils, ete. The company expects to 
be producing some lines by May 1, and 
will steadily add new articles until a 
full line of aluminum household ware 
is being turned out. 

Kent, Garvin & Co., Ltd., Hamilton, 
Ont., will erect a warehouse at the 
corner of Catharine and King William 
Streets. This has been made necessary 
by the growing business of the company 
and their removal from quarters which 
have recently been sold. Ernest Kent, 
manager of the company, is in Europe, 
but is expected to return shortly. As 
is the case with other hardware firms 
this company is being handicapped 
through orders not being filled, one 
of the hardest lines to secure being 
nails. The company is making prepara- 
tions for a big year in builders’ hard- 
ware. 

A. J. Wright, former president of the 
Ontario Retail Merchants’ Association, 
reports a shortage in the Canadian 
market of oil, turpentine, and shellac. 
The ready-made stock of paint is in 
fairly good demand and in Hamilton, 
Ont., there is a big demand for this line. 

The Niagara Falls Homes, Ltd., Ni- 
agara Falls, Ont., have been incorpo- 
rated by John J. Bampfield, William L. 
Wilkinson, Malcolm R. Meldrum and 
others, with a capital stock of $250,000, 
to erect buildings and to manufacture 
and deal in building material of all 
kinds, ete. ° 

Fisher, McFadyen, Ltd., Lindsay, 
Ont., have been incorporated by Alex- 
ander Fisher, Neil McFadyen, Leigh R. 
Knight and others, with a capital stock 
of $60,000, to erect buildings and to 
manufacture and deal in builders’ sup- 
plies, ete. 

John W. Jamieson, whose death oc- 
curred at St. John, N. B., recently was 
with the firm of T. McAvity & Sons, 
Ltd., for 52 years. He was born in 
Brooklyn, N. Y., and went to St. John 
when a boy. He entered the services 
of T. McAvity & Sons, hardware mer- 
chants and manufacturers, and _ re- 
mained with them ever since, being 
superintendent of one of their plants 
at the time of his death. 

George Craddock & Co., a British 
concern manufacturing wire rope, will 
establish a manufacturing plant in 
Point Grey, B. C., to cost $100,000. 











fu 


sy : reer (GRU PISS 238 i sip sates tt wipe BCC 
Stade) ip ip RES io E p Sees Pineau CDE ROE AOS: MES Meee Gi 


Publicity for de Retailer - 


Good Weather for Tire Chain Publicity—Getting Ready 


the Building Season—Featuring Agricultural Implements 





for 


Advertise Tire Chains 
No. 1 (2 cols. 

Spring days are punctuated by drizzly 
rains and consequent slippery streets. 
This is the season of the year when 
tire chains are most needed and adver- 
tising done now when every motorist 
experiences more or less skidding trou- 
ble is bound to be highly productive of 
results. 

We like the tone of the copy in this 
small ad. It is not “scary” in tone, 
but nevertheless it points out clearly the 
risk hanging over every driver’s head 
who ventures out on slippery streets 
without the protection of tire chains. 


x 3 in.) 


chains 


Feature tire now 


B. F.. Avery & Sons 













In 1916 we sold 10 of these 


In 1917 we 


In 1920 we 


Note the increase 


sell 


expect to 






Shawnee Jr. Planter 


In 1918 we sold 50 of these planters 
In 1919 we seld 50 of these planters. 
100 of 


Come arid see is all we 


Sharpe Brothers ae 


The only thing we think might have 
been included in this ad to make it 
stronger is a notation about the store 
carrying in stock chain sizes for stand- 
ard tire sizes. It is always essential 
to show the reader that your stocks are 
complete. 


Opening of the Building Season 
No. 

Now is the time to advertise build- 
er’s hardware. Spring days mean build- 
ing activity, and it is predicted that 
building will start in earnest this sea- 
son. 


The tone of this ad sent us by the 


2 (3 cals. x 7 in.) 


Local sales record makes effective ad 


R. H. Barker Company is “hurry along 
your orders” and the familiar reason 
is given—advances in prices and also 
scarcity of materials. 

The ad makes it plain that the Bar- 
ker Company is prepared to furnish 
everything in builder’s hardware. 

The layout is particularly effective. 
The cut at the top of the ad is a good 
attention-getter and the effect of the 
lettering is unique. The wide margin 
used makes the type block especially 
readable and we would recommend that 
the hardware dealer observe this wide 
marginal setting more often than is the 
case generally in retail hardware ad- 





Sounding the call of spring building 
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vertising. Of course, it cuts down 
available space, but on the other hand, 
it makes your ad more attractive, more 
easily read and therefore more effi- 
cient as a business-getter. 

Unique Ad on Planters 
No 3 (3 

An ad which should be carefully 
noted by every hardware merchant is 
shown here, and wherever correspond- 
ing or similar statements can be made 
we would certainly advise the publish- 
ing of an ad along these lines. 

Here is a planter that was introduced 
in the community served by Sharpe 
Bros. in 1916, and the steady yearly 
increase in the number sold speaks vol- 
umes for the efficiency of this particu- 
lar planter. 

The local reader of this ad sees at 
a glance that there are 135 of these 
planters owned by his fellow-citizens, 
and this fact is a potent sales argu- 
ment. 

The prediction of record sales for 
this year reflects the dealer’s confidence 
in the product and your own confidence 
is a valuable quality to inject in your 
publicity. 

The plan of display used for this ad 
is good, although the border is a trifle 


cols. « 7 in.) 


wide. But wide margins have been 
used and a very clean-cut and snappy 
illustration of the planter. 


Ballintine Hardware Co. 


The Universal 
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Cash Discount Given 
We have a large and well seaorted stock of Hardware and c¥e make prompt deb veriee , 


“The Store 4 That Does Things” 











A business-getting combination ad 


Hints for the Hardware Jobber 


Remedies for Back Orders 


for the Retailers—Giving 


| T a recent convention of Western 
d retail hardware dealers, the fol- 
lowing question came up for discus- 
sion: 

How can the jobber improve his ser- 
vice to the dealer? 

Around that query was developed one 
of the livest sessions of the conven- 
tion. Several estern jobbers were 
present, and a finite understanding 
was reached in ard to several preva- 
lent systems to which the retailer was 
opposed. 

It was suggested that jobbers might 
make life a little more pleasant for the 
dealer customers by installing some 
system that would effectually prevent 
duplication of orders. The suggestion 
was likewise made that time, money 
and annoyance might be saved the re- 
tailer if jobbers would make it a point 
to get invoices out promptly. Many 
times the merchant receives a bill of 
goods that customers are waiting for, 
and unless the invoice arrives prompt- 
ly, he is at a loss to put on accurate 
cost and selling price on the merchan- 
dise. 

Back orders came in for much un- 
favorable comment. Dealers com- 
plained that many times goods back 
ordered, were shipped alone and with- 
out the dealer receiving due notice. The 
freight rate was naturally out of all 
proportion to the value of the goods. 
It was suggested that all back orders 


That Cause Much Trouble 


the Maximum of Service 
should be held and the dealer notified. 
If he still wishes the goods, it would 
then be comparatively easy to make up 
an order large enough to guarantee 
shipping weight. As a matter of fact, 
the dealers present went strongly on 
record as opposed to the back ordering 
of any merchandise unless specifically 
agreed upon. 

Other suggestions, later approved by 
the jobbeis present were: That travel- 
ing salesmen should be instructed to 
leave exact copies of orders with the 
dealers. That jobbers should adopt a 
policy of billing goods daily and should 
notify the dealer of any goods ordered 
but out of stock. That no substitutes 
should be made unless the dealer was 
plainly given the benefit of such substi- 
tution. 

Perhaps other jobbers in other sec- 
tions of country have unintentionally 
caused the customers to feel that they 
were not given the maximum of ser- 
vice. There isn’t a hardware jobber in 
the country who does not desire to give 


his customers the highest grade of ser- 
vice, consistent with good business 
methods. More of these get together 


meetings of jobbers and dealers might 
result in a better understanding of mu- 
tual difficulties and the installation of 
systems which would work to mutual 
advantage. Co-operation is the essen- 
tial need of the present time. 
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Our suggestion would be to incorpo- 


rate with the present head, a line 
worded something like this: “They 
have MADE Goop here.” That would tie 
up to local sales even closer and further 
strengthen the increase in number of 
planters used locally. 


Forceful Combination Ad 
No. 4 (3 cols. x 10 in.) 

An ad sent us by the Ballintine 
Hardware Co., Warsaw, N. Y. Asa 
combination ad it is certainly deserv- 
ing of praise. The items have been 


selected with evident care, the descrip- 
tions are brief but inclusive, and the 
typography of the ad is very good: it 
is read at a glance and the reader can 
easily select those items which particu- 
larly interest him. 

The only criticism we have to make 
is regarding the use of the firm name 
as a heading. We think the firm name 
should have been run at the close of 
the ad and a heading on the order of 
this used: “Timely Hardware Offer- 
ings at Money-Saving Prices.” 

Note the store slogan: “The Store 
That Does Things.” This slogan has 
been identified with the Ballintine ad- 


vertising for some time and a store 
slogan does pay. 
Coming Conventions 
SOUTHEASTERN RETAIL HARDWARE 


AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention 
and Exhibition, Atlanta, Ga., May 4, 
5, 6, 7, 1920. Walter Harlan, secretary- 
treasurer 701 Grand Theater Build- 
ing, Atlanta, Ga. 


LOUISIANA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Alexandria, La., May 10 and 11, 1920. 
R. D. Nibert, secretary, Bunkie. 


SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, N. 
J., May 11, 12, 13, 14, 1920. Headquar- 
ters, Marlborough - Blenheim. John 
Donnan, secretary, Richmond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlan- 
tic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. 
F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York City. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greenville, S. C., May 11, 12, 13, 14, 
1920. Headquarters, Imperial Hotel. 
T. W. Dixon,  secretary-treasurer, 
Charlotte, N. C. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Buffalo, N. Y., 
June 22, 23, 24, 25, 1920. Headquar- 
ters, Hotel Lafayette. Herbert P. 
Sheets, secretary, Argos, Ind. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, Feb. 15, 16, 17, 
1921. Headquarters, Hote] Sherman, 
Chicago. Leon D. Nish, secretary, El- 
gin. 
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Office of HARDWARE AGR, 
New York, April 5, 1920. 

T is expected that the next few weeks 

will bring some material relief in 

the freight car shortage in the East- 

ern manufacturing centers, which, in 

turn, will make it possible for jobbers 

to receive shipments in many lines that 

are long overdue, primarily because of 

the lack of proper transportation facil- 
ities. 

The past week in the local hardware 
market was one of the busiest on rec- 
ord for such items as garden tools, 
garden barrows, screen and poultry net- 
ting and many small tools. The short- 
age in screen wire is very acute, and 
also very widespread. 

The general consensus of opinion 
among jobbers, when asked for advice 
about buying, is to emphasize the need 
for caution. One man interviewed dur- 
ing the past week, who has access to 
unusual sources of information, stated 
that in the matter of buying he is 
“cautioning his customers and friends 
to be on their guard.” In this connec- 
tion the report issued by the Federal 
Reserve Bank recently, states that 
“hesitation, if not actual recession of 
prices is noted,” and that a more con- 
servative element is to be noticed 
among buyers generally, and especially 
on the part of the general public. 

The crest has apparently not yet 
been reached in hardware prices. In 
this respect the general opinion seems 
to be that the only effective remedy for 
present conditions is over-production. 
Several important price changes oc- 
curred during the past week, and many 
others are expected during the coming 
week. 

Local jobbers report that Eagle locks 
have advanced 10 per cent. 

Long handle tree pruners now re- 
ceive a 33 1/3 per cent discount. 

Wood wedges are selling now at Ilc. 
per lb. Many jobbers are now selling 
fire axes at $30 per doz., and ice axes 
at $25.50 per doz. Bar solder is 42c. 
per Ib. and strip solder 43c. per lb. 

Bolts and Rivets.—Since the price ad- 
vances last week renewed interest seems 
to be manifesting itself for these items. 
Present prices are: 


Machine bolts, % x 6 and smaller, 20 
per cent. Larger and longer, 10 per cent. 
Common carriage bolts, % x 6 and smaller, 
10 per cent. Larger and longer, list net. 
Lag screws, 20 per cent. Stove bolts are 
being quoted 60 and 5 to 70 per cent. Com- 
mon tire bolts, 45 to 55 per cent. Sink 
bolts, 65 per cent. Hexagon semi-finished 
nuts, 40 per cent. Stove rods, 33%. Lock 
washers, 40 per cent. Iron rivets are gen- 
erally held at 20 per cent discount. Black 
tinners rivets, 20 per cent. Tinned tin- 
ners rivets, 30 and 5 off. 


NEW YORK 


Barrel, Chain and Foot Bolts. —Cast iron 
barrel bolts, 3 in., 938c. per doz.; 5 in., $1.65 
per doz.; 6 in., $1.95 per doz. Wrought 
steel, barrel bolts, bronze plated, $2.20 per 
dos.: 6 in., $3. 90 per doz. Flush bolts, 
wrought steel, l-in. plate, %-in., square 
bolt, bronze plated finish, 9 in., $11.48 per 
doz. Wrought steel foot bolt, bronze 
plated finish, 6 in., $10.40 per doz. Wrought 
steel chain bolts, reversible, bronze plated, 
6 in., $1.50 per doz. Iron chain door fast, 
4 in., bronze plated, 94 per doz.; 6 in., $7.50 
per doz. 


Butts and Locks.—The interest that 
developed for both butts and _ locks 
about two weeks ago has consistently 
increased. The demand is healthily ac- 
tive, but could hardly be characterized 
as vigorous. So far jobbers say that 
their stocks on hand are adequate for 
the demand. Present prices are: 


Loose pins, steel butts, ball tip, bright, 
2x 2, $2.25; 2% x 2%, $2.45; 3 x 3, $2.65; 
3% x 3%, $2.95; 4 x 4, $3.55; 5 x 5, $6.65, 
per doz. pairs net. Loose pins, steel butts, 
ball hia + plated, 2 x 2, $33.75 per 100 pair; 

2% 2%, $36.25; 3 x a $37.50; 3% x 3% 
344.9 5: A x 4. $47.45: 5 x 5, $86.7 all per 
100 pair. Narrow light steel putts, fast 
pin, ™% in., 40c¢.. per dom pair; 1 in., 40c.; 
1% in., 65c.; 2 in., 90c.; 2% in., $1.10; 3% 
in., $2; 4 in., 92.85; 5 in., $4.60, per doz. 
pair, 15, 7% and 5 per cent diseount. 

Mortise lock sets for inside doors, 
wrought steel lock, 3% x 3% reversible 
escutcheon 7 x 2%, knob 2% in., nickel- 
plated keys, 88c. per set. Upright rim lock, 
4 x 34% in., iron bolt, 24% in. back set, $3 
per doz. Same with 4% x 3% cast brass 
bolt, $9 per doz. Horizontal rim lock, 3% 
x 5, iron bolt, $4.25 per doz.; 3% x 6, cast 
brass bolt, $10.50 per doz. Mortise knob 
locks, case 3% x 3%, back set 2 x 2% in., 
reversible by removing cap, $3. 85 per doz. 
Same with front plate 5% in. long, 15/16 
in. thick, cast brags, $7. 70 per doz, Same 
with case 4% x 34% in., 2% in. back set, 
front plate 5% in. long, % in. thick, cast 
brass, $15 per doz. 

Door Sets.—Cylinder front door set, 
beaded design, wrought bronze metal easy 
spring lock 5% x 3% in., outside escut- 
cheons, 10 x 3 swivel spindle, 3 German 
silver keys, $11.25 per. set. Bit key front 
door sets, beaded design, easy spring lock, 
5 x 3% in., outside escutcheon, 10 x 3 in- 
side, 2% x 14% knobs, 2% in. swivel spin- 
dle, 3 nickel plated keys, wrought bronze 
metal, $3.75 per set. Same in wrought 
steel, 92.75 per set. 

Farming Tool Handles.—Interest dur- 
ing the past week was very active for 
all of the items listed under this head- 
ing. It is claimed in some quarters 
that manufacturers are experiencing 
difficulty obtaining adequate supplies of 
wood. Prices are fairly firm. 

Farming tool handles’ generally are 
quoted at 5 per cent off. Long shovel han- 
dies, 5 per cent off. Long spade han- 
dles, 5 per cent off. Bent D handles, 5 per 
cent off. Malleable D fork handles, 5 per 
cent off. Pick handles plus 20 per cent. 

Fly Traps and Swatters.—The short- 
age of screen wire will probably sooner 
or later affect both the supply and de- 
mand for these articles. Many dealers 


seem to anticipate this possibility, and 
are placing substantial orders for traps 
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and swatters. If people can’t get 
enough screens there will probably be 
a clamoring for traps and swatters, and 
many dealers seem to be getting ready 
for this contingency. 

Fly swatters, wire mesh cloth, corduroy 
bound, wooden handle, $1.20 per doz.; wire 
cloth, black enamel handle, $1.50 per doz. 
Tempered steel wire, black wooden handle, 
14% in. over all, $1.70 per doz. 

Fly traps, galvanized wire cloth, tin cover 
and base, height 5% in., diameter 4 3/16 
in., $1.60 per doz. Black painted wire 
cloth, tin base and cover, $3.50 per doz. 

Galvanized Ware.—The advance on 
galvanized sheet last week has already 
affected the prices on such articles as 
fire one and galvanized wash tubs. 
The hope has been expressed by some 
jobbers that after the first of July 
some of the larger mills will again ac- 
cept orders for the balance of the year, 
which will have a depressing effect on 
some of the prices that are at present 
being maintained by some of the inde- 
pendents in this market. However, the 
demand is still out of all proportion to 
the supply, and several price advances 
have occurred, as noted herewith in full 
face type. 


Galvanized sheet is still being quoted, 
No. 28 gage, $10 to $11 base per 100 |b. 


Other items are: Galvanized pails, 
8 qt., $4.70 per doz.; 10 qt., $5.30 per 
doz.; 12 qt., $5.85 per doz.; 14 qt., $6.55 
per doz.; 16 qt., $7.90. Extra heavy gal- 
vanized pails, 12 qt., $7.70 per doz.; 
14 qt., $8.50 per doz.; 16 qt., $12.40 per 
doz. Fire pails, $7.25 per doz. Gal- 
vanized wash tubs, $15.20 per 
doz.; No. 2, $17 per doz.; No. 3, $20 
per doz. 


Garden Tools.—The past week in the 
local market was exceptionally active 
for garden tools of all kinds. The de- 
mand seems to be increasing, as it be- 
comes more generally known that the 
supply is inadequate to meet the de- 
mand, Jobbers say that orders are still 
being received, and that many factories 
will take no further orders for this year. 

Lawn rollers are being quoted list plus 
10 per cent. 

Socket hoes are $8.84 to $9.50 per doz.; 
riveted shank hoes, blue finish, $4.01 to 
$4.10 per doz.; solid shank hoes, bronze 
finish, $7.97 to $8.60 per doz.; mortar hoes, 
9 in., 911.41 to $11.80 per doz. . 

Hedge shears, 8 in., $1.40 each; 9 in., $1.65 
each; 10 in., $1.90 each; No. 101, 8 in., $1.50 
each; 9 in., $1.75 each; 10 in., $2.05 each. 

Malleable iron rakes, 10 tooth, $4.56 per 
doz.; 14 tooth, $5.11 per doz.; 16 tooth, 
$7.42 per doz.; steel rakes, 10 tooth, $7.60 
to $8.90 per doz.; 14 tooth, $9.15 to $10.45 
per doz.; 18 tooth, $10.65 per doz. Wooden 
lawn rakes, wooden bows, 95.78 to $6.50 
per doz.; steel bows, $7.50 to $8.05. Wooden 
hay rakes, 2 wire bows, $4.95 per doz.: 3 
aluminum bows, $7.81 per doz.; 2 wooden 
bows, $4.80; 3 steel bows, $7. 
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spading forks, 4 tang, malleable D han- 


dic, strapped, $11.82 per doz.; wooden D 
handle, strapped, 4 tang, $15.40 per doz.; 4 
tung, extra heavy, wooden D handle, $17.71 
per doz. 

Manure forks, 4 tines, strapped, 4'4-ft. 
handle, $12.79 per doz.; 4 tines, plain fer- 
rule, 44%%-ft. handle, $11.33 per doz.; 5 tines, 
strapped ferrule, 4%-ft. handle, $15.10 per 
doz.; 4 tines, wooden D handle, plain fer- 
rule, $13.74 per doz.; malleable D handle, 4 
tines, plain ferrule, $11.04 per doz.; malle- 
able D handle, 4 tines, strapped, $13.75 per 
doz.; wooden D handle, 4 tines, strapped, 
$15.72 per doz. 

Hay forks, 2 tines, 5%-ft. handle, plain 
ferrule, $10.29 per doz.; 3 tines, plain fer- 
rule, 544-ft. handle, $11.59 per doz.; 3 tines, 
strapped ferrule, 54%4-ft. handle, $13.14 per 
doz. 

Garden Barrows.—There was an ex- 
ceptionally large demand for garden and 
laborers’ canal barrows during the past 
week in the local market. The supply 
jobbers say it is somewhat limited. 
Prices are: 

Painted and varnished garden barrows: 
48-in. handles, body 21% x 144% x 12% in., 
$45 per doz.; 60-in. handles, body 28 x 194 
x 15 $60 per doz.; 60-in. handles, 
body 28 x 21% x 19 in., $66.50 per doz.; 
63-in. handles, body 29% x 25 x 21% in., 
$73 per doz.; 72-in. handles, body 414% x 
26 x 21 in., $120 per doz. 

Laborers’ Canal Barrows.—Half bolted 
wood wheel, $36 per doz.; iron wheel, $40 
- doz.; full bolted iron wheel, $44 per 
OZ. 

Hinges.—As stated last week, the de- 
mand for hinges of all kinds is be- 
coming more and more active. Prevail- 
ing quotations are: 

Light strap T hinge, standard list plus 
2% per cent; heavy strap steel T hinge, 
15 per cent off; heavy galvanized strap 
hinges, 15 and 5 per cent; light T hinges, 
list plus 20 per cent; heavy T hinges, list 
plus 65 per cent; extra heavy T hinges, 
list, 5 and 2% per cent discount. 

Ice Tongs.—These articles seem to be 
more in demand than for some time 
past. Prices are steady. 

Wrought steel tongs, tool steel points, 
japanned black, 10-in., $17 per doz.; 11-in., 
18; 14-in., 923; 17-in., $27; 20-in, $32; 24- 
in., $37. Solid steel ice tongs, swell han- 
dies, drop forged hardened points, japanned 
red, 11-in., $32 per doz., 15-in., $35; 17-in., 
$40; 24-in., $45, with new discount of 25 
and 5 per cent. 

Jack Chain.—There seems to be a 

good deal of interest for chain of all 
types, and most particularly for jack 
and safety chain. New discounts are 
given herewith that became effective 
during the past week. 
, Iron jack chain, 25 per cent; brass 
jack chain, 20 per cent; brass safety 
chain, 25 per cent; ilickeled safety chain, 
25 per cent. 

Lawn Mowers.—As reported on this 
page last week the supply of lawn mow- 
ers for this season will be decidedly 
limited. Mary factories refuse abso- 
lutely to take another order for the rest 
of this year, and consequently jobbers 
are ordering their salesmen to decline 
to take any orders until further notifi- 
cation. Present prices are: 

Plain bearing, 3 blades, 12 in., $5.50 net; 
lain bearing, 14 in., $5.75 net; plain bear- 
ing, 4 blades, 10 In., $5.75 net; plain bear- 
ing, 4 blades, 12 in., $6 net; 16 in., $6.50 
net; ball bearing, 3 blades, 12 in., $6.75 
net; 16 in., same, $7.25 net; level, 4 blades, 
14 in., $9.85 net; same, 18 in., 910.85 net; 
same, 20 in., $11.35 net. 

Linseed Oil.—Prices for oil continue 
steady and the general market is some- 
what dull. Spot prices for April-June 
delivery are: $1.84 for car lots; $1.87 
for 5 bbl. or more, and $1.90 for single 
barrels. June forward is quoted at 10c. 
less, Oil in half barrels is 5c. extra, 
boiled oil is 2c. extra and double boiled 
oil is 3c. extra. 

Nails——No change has yet been ef- 
fected in the local nail market. Many 
dealers, however, have stated that they 


will refuse to handle either cut or wire 
nails under present prices. Some of the 
local jobbers are expecting shipments 
within the next few weeks, but as soon 
as the nails arrive they will be allotted 
to customers on back orders. It is said 
that no relief of any material conse- 
quence can be expected for some time to 
come, 


Current prices prevailing in this section 


vary considerably. For wire nails the 
prices range from $4.25 to $8.00 base per 
keg. For cut nails (which are almost off 
the local market entirely) prices range 
from $7.75 to $9.50 base per keg. It should 
be further noted that only small lots are 
obtainable anywhere in this section. 

Wire brads and nails in 1-lb. papers are 
quoted by local jobbers at 2/3 off. ‘(uar- 
ter-pound papers take a discount of 10 
per cent. Set screws, iron, 50, 10, 5 per 
cent off. Cap screws, 50 and 10 per cent 
oft. Galvanized nails, 25-lb. boxes, 4D, 
$8.65; 6D, $8.55; 8D, $8.45; 10D, $8.40; 20D, 


$8.35. Galvanized roofing nails, 1 x 12, $10. 
Plain roofing nails, 1 x 12, $7.20. 

Naval Stores.—There is no improve- 
ment in the position of naval stores in 
the local market, and the outlook is de- 
cidedly unfavorable. The longshore- 
men’s strike has been extended, and 
from all indications will continue at 
least for another week. All quotations 
are nominal. There are no stocks in 
store of either turpentine or rosin. It 
was reported during the week that tur- 
pentine was quoted in some places at 
$2.45 per gal. in barrel lots, but it was 
simply a nominal quotation as the local 
supply is virtually exhausted. There is 
some rosin on vessels in the harbor, but 
it cannot be unloaded, and as a result 
there is practically no market. 


Rope.—The local rope market still re- 
tains somewhat of a tame appearance. 
Neither buyers nor sellers of manila 
hemp seem inclined to modify their 
views about prices for shipment from 
the Philippines, which has to an appre- 


ciable extent influenced the general 
market. Prices are: 
Jute rope, No. 1, 17%c. to 18c.; jute 


rope, No. 2, 


164%4c. to lic.; jute twine wrap- 
pings, best grade, 30c. to 35 


35c.; India hemp 


twine, No. 4% and 6 in. 24% to 27c. 
Manila rope, best grade, 28c. to 28%4c.; 
hardware grade, 25c. to 264c.; bolt rope, 
33c. to 34%c.; sisal rope, pure, % in., 
18%c. to 22%c.; lathe yarn, first grade, 
18%c. to 22%c.; second grade, 16%4c. to 
1944c. 

Roofing and Building Paper.—The 


shortage in this line is growing more 
serious. Many factories are reported 
to have withdrawn altogether from ac- 
cepting any further orders for an in- 
definite period. Some of the large job- 
bers are reported unable to even place 
orders. Prevailing prices are: 

Tar paper, 1 ply, $3.45 per roll; 
92.85 per roll; 3 ply, $3.35 per roll. Rubber 
roofing paper, 1 ply, $3.15 per roll; 2 ply, 
$3.75 per roll; 3 ply, $4.40 per roll. Sheath- 
ing paper, 25-lb. roll, $2.30; 30-lb. roll, 
$2.85; 40-lb. roll, $3.80. 

Rubber Garden Hose.—The demand 
for hose and its accessories continues 
very active, with prices steady, although 
there is said to be a “growing shortage.” 

Prices are: Rubber garden hose, % in., 
6 ply, 14%c. per ft.; % in., 7 ply, 18%4c. 
per ft.; % in., 5 ply, 14c. per ft.; % in., 
4 ply, wire bound, l6c. per ft.; in., 6 
ply, plain, 16c. per ft. All prices quoted 
herewith are for 50-ft. lengths. Lengths 
of 25 ft. add 1 cent per ft. 

Hose washers are 45c. per lb. Nozzles, 
level grade, $7 per doz.; Will-Wear grade, 
$7.50 per doz.; galvanized hose clamps take 
a discount of 10 per cent. 

Hose Reels.—Simplex hose reels sell at 
$15 per doz. Reels with galvanized steel 
drum, 21% in. diameter, handles 28 in., for 
100 ft. of hose, $30 per doz. 


Pruning Shears.—Interest in this item 
is consistent. In some places it is re- 


2 ply, 
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ported to be difficult to get proper ship- 
ments. 

Cast iron pruning shears, $2.85 per doz.; 
%-in., California pattern, black finish, $10 
per doz.;: 9-in., full polished, California 
pattern, $14.80. Grass shears, black finish, 
5\4%-in., $3 per doz.; full polished, war- 
ranted, 96.35 per doz. 

Lawn Sprinklers.—Renewed interest 
developed during the past week for 
sprinklers, and jobbers say that many 
new orders have been received. 

Gold lacquered, tin top, 4% in. diameter, 
$1.40 per doz. Sheet brass ring sprinkler, 
8 in. diameter, $7.50 per doz. Sprinkler 
with 3 brass arms, 5 in. high, brass head, 
$14 per doz.; 3 brass arms, 12 in. high, 
brass head, $16 per doz.; 3 brass arms, 24 
in. high, brass head, $23 per doz. 

Sprayers. — Sprayers continue in 
ample demand. The local supply on 
hand is fairly good, and is expected to 
satisfy practically all reasonable de- 
mands. 

One-pint sprayer, tin tank, $3.50 per 
doz.; one-quart same, $4.50 per doz.; 1 qt. 
tin, with brass tank, $10.50 per doz. 

Screws.—Substantial interest is hold- 
ing throughout this line. Some jobbers 
report many new orders since the ad- 
vance of last week. 

Flat head, bright screws are now quoted 
72 and 20 per cent. Flat head, galvan- 
ized screws, 57% and 20 per cent. Round 
head blued screws, 70 and 20; round head, 
nickel-plated screws, 60 and 10. Iron ma- 
chine screws 662/3 per cent. Brass ma- 
chine screws 50 per cent. 

Screw anchors, 50 per cent discount; lag 
screw shields, 33 1/3 and 5; iron set screws, 
40 and 5; hexagon head cap screws, 40. 

Wire Goods.—The shortage in wire 
goods, particularly screen wire, is con- 
tinually under discussion, both among 
dealers and jobbers. There is no relief 
to be expected this season, from all 
indications, and the opinion of men in 
a position to know is decidedly gloomy. 
Prices, it is expected, will continue to 
show an upward tendency for some time 
to come. 

Galvanized in., 


square mesh wire, % 


$6 per 100 sq. ft.; % in., $6.25 per 100 sq. 
ft.: 4% in., $6.50 per 100 sq. ft. Galvanized 
wire, in stones, No. 16, 910.00 per 100 Ib.; 


No. 18, $11.50 per 100 lb.; No. 20, $13.50 per 
100 Ib. 


Annealed wire, in stones, No. 16, $8.2 
per 100 Ib.; No. 18, $9; No. 20, $10.00 per 
100 Ib. 

Note: Square mesh wire in 50-ft. rolls 


will take extra charge of 15 cents per 100 
sq. ft. in place of 10 cents. Picture is 60 
off. ° 

Window Glass.—The situation regard- 
ing both plate and window glass is very 
serious. All prices are nominal and 
subject to market conditions at date of 
shipment. It is reported that most of 
the large factories will extend their 
period of activity three weeks into the 
summer in an attempt to increase pro- 
duction, and then renew manufacture 
three weeks earlier in the summer than 
is usual. The matter is yet to be de- 
cided by the workmen. In the past it 
has been considered physically impossi- 
ble to manufacture glass in the heat of 
the summer, and this new plan will 
probably involve a dispute about wages 
and working hours. A large number of 
factories at the present time will accept 
no further orders under any conditions. 
It has been conservatively estimated 
that it will require a year to eighteen 
months of intensive production before 
the supply is even partially adequate for 
the necessary requirements caused, fun- 
damentally, by the war. 


Note: Roller skates are extremely 
searce and some factories are reported 
to have refused to make any further de- 
liveries until next October. 
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Office of HakDWARE AGE, 
Chicago, March $1, 1920. 

, is volume of business done in 

March, both by retailers and job- 
bers, is greatly in excess of the cor- 
responding months of 1918 and 1919. 
Two prominent features at the present 
time which are affecting the situation 
is the pronounced shortage of goods— 
the demand greatly exceeds production— 
and the slowness of shipments from 
the factories. The market shows 
strength in nearly all lines. Orders 
for immediate and future shipments 
have broken all records. The trade in 
general reports exhausted stocks and 
are requesting prompt and liberal ship- 
ments on all orders. 

Prices on wire potato scoops ad- 
vanced $2.00 per dozen. Tacks ad- 
vanced 10 per cent, hay knives ad- 
vanced $2.00 per dozen. Prices on all 
pumps have been withdrawn. Jobbers 
received notice of an advance of 10 
per cent on wheelbarrows and trucks, 
but have not as yet issued new prices 
to the trade. 

Regarding the general pocket cutlery 
conditions, manufacturers state that 
they are planning their shipments to 
their customers upon as equitable a pro- 
portion as possible. The high general 
wage scale for unskilled labor outside 
of the cutlery industry makes a basis 
for absorbing green help so excessive 
that but limited help is available from 
this source. The principal celluloid in- 
terests are far oversold with hut lim- 
ited deliveries. The stag makers are 
ordered six to eight months ahead, giv- 
ing very poor deliveries. Five of the 
principal pearl makers decline to en- 
ter any additional orders for pear! 
knife scales. The recent price list from 
another large pearl manufacturer 
averages more than 300 per cent ad- 
vance over pre-war prices. A _ recent 
order placed at Sheffield for Grey Horn 
knife handles was acknowledged this 
week at 200 per cent advance over 
former prices. There has been no 
change in price on steel, but blade steel 
deliveries are unsatisfactory. Should 
the railroads, coal mines and other 
large interests make further substantial 
wage advances, it would lead to a gen- 
eral upward wage revision in the cut- 
lery industry to enable them to hold 
their working forces, and further ad- 
vances generally in commodity prices 
would be inevitable. 

Several of the manufacturers of 
builders’ hardware have notified the 
trade that all prices on rim locks, rim 
locksets and pottery knobs have been 
withdrawn and prices will be quoted 
only on application and will be based 
upon their ability to accept orders for 
this class of goods at the time the in- 
quiry is received. One of the largest 
manufacturers of well wheels and 


grind stone fixtures have notified the 
trade that they are not in a position 
tc fill orders for this class of goods 
and have made all discounts and quo- 


CHICAGO 


tations void. Builders’ hardware, such 
us locksets, butts, hinges, etc., continue 
to be in great demand and the produc- 
tion is not adequate to meet the present 
requirements. 

Jobbers’ stocks are completly ex- 
hausted on roller skates and all prices 
have been withdrawn. 

Collections continue to be very good 
and cash sales are excellent. 

Axes.—The booking of orders for 
future delivery on axes continues to be 
satisfactory. Dealers apparently are 
more inclined than ever to anticipate 
their wants and jobbers predict a short- 
age later on in the season. Present 
prices are held firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago. First quality single bitted axes, 


3-lb. to 4-Ib., $16.50 per doz. base; double 
bitted, $22.50 per doz. base. 


Alarm Clocks.— The demand for 
alarm clocks continues to be greater 
than the available supply. Manufac- 
turers are further behind with their 
orders than ever right now and jobbers 
continue to be out of stock of nearly 
all of the best sellers. All orders are 
taken subject to stock on hand. There 
has been no change in prices since last 
reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: The American alarm clock, dozen 
lots, $13.84 per doz.; Sleepmeter alarm 
clock, $18.36 per doz. net; Ironclad alarm 
clock, $22.29 per doz. net; Big Ben and 
Baby Ben, $28.78 per dozen net. 

Coal Hods.—Manufacturers of coal 
hods have about ail the orders booked 
that they can possibly fill during this 
coming season. Jobbers state that their 
stocks are practically cleaned out and 
that they carried very few hods over 
into this season. The shortage of steel 
sheets will curtail the output. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Japanned open hods, 17-in. $4.7) 
per doz.; 1s-in., $5.25 per doz.; japanned 
funnel hods, 17-in., $5.90 per doz.; galv. 
open hods, 17-in., $7.20 per doz.; 18-in., 
$7.85 per doz.; galv. funnel hods, 17-in., 
$8.90 per doz.; 18-in., $9.60 per doz. 


Cutlery.—There continues to be a 
heavy demand for all kinds of cutlery. 
Factor:es are making better delivery 
on silver-plated ware, with the excep- 
tion of knife and fork sets, both hollow 
and solid handle and what is known as 
fancy pieces. Prices on Gem Safety 
Razor Blades advanced lc ner pack- 
age. Manufacturers of pocket cutlery 
have found it impracticable to continue 
the extended variety of styles, sizes, 
variety of handles and the numerous 
special combinations of bladings of 
which their pre-war line of several 
thousand numbers consisted. They 
have endeavored to continue all of the 
essential and desirable styles, reducing 
the variety of patterns has made pos- 
sible in the increased volume of output 
that would not have been possible other- 
wise. Competent labor for manufactur- 
ing cutlery is very scarce and factories 
are overbidding, resulting in much 
drifting and further rising scale. Several 
manufacturers of scissors have their 
entire output sold for the balance of 
the year. 





Hardware Age 


Jack Knives.—American two-blade stand- 
ard gage pocket Knives, length 3% in., 
stag or wood handles, $7.25 per doz., f[.0.b. 
Chicago. Above are steel lined and black 
inside, with steel bolsters and no cap. 

Length, 3% in., stag or wood handles, 
$12.00 per doz., f.o.b. Chicago. Above are 
prass lined with nickel silver bolsters, caps 
and shields and clean inside. 

Length, 3% in., stag or wood handles, 
$18.00 per doz,, f.o.b. Chicago. Above have 
.wo cutting blades and one patented punch 
blade. They are brass lined with nickel 
silver bolsters, caps and shields. 

Length, 3% in., stag handles. “Boy 
Scout’ pattern. $19.80 per doz., f.0.b. Chi- 
cago. Above have one cutting biade, one 
pacented punch blade, one can opener 
blade and one combination screwdriver 
and bottle cap opener blade. All prices are 
net. 


Butcher Knives.—Standard beech handle 
American-made butcher’ knives, “fully 
wuaranteed.’’ Three brass saw screw rivets 
in handles, 6-in., $4.65 per doz.; 7-in., 35 
per doz.; 8-in., $6.80 per doz. All prices net, 
f.o.b. Chicago. Standard pattern kitchen 
knives, $1 to $2.50 per doz., net f.o.b, Chi- 
cago. 

Hand Toilet Clippers.—Brown & Sharpe 
clippers, Nos. 00, 0 and No. 1, $5.00 per 
pair list; No. 2, $5.50 per pair list; No. 3, 
$6.00 per pair list; less discount of 25 per 
cent. Coates Khedive toilet clippers, per 
pair net, 91.95. Coates Success Toilet Clip- 
per No. 1, $2.40 per pair, net, No. 0, $2.55 
per’ pair, net; No. 00, $2.70 per pair, net. 

Razors.—Old style open biade type, with 
rubber handle, full hollow ground, ‘'%-in., 
%-.n., %-in., $21 per doz., net f.o.b, Chi- 
cago. Three-quarter hollow ground, \%-in., 
%-in., %-in., $18 per doz., net f.o.b. Chi- 
cago. Half hollow ground, %-in., %&-in., 
%-in., $14 per doz., net f.0.b. Chicago. 

Safety Razors.—Gillette Standard and 
vest pocket edition, list $60 per doz. 

Auto-strop standard and army edition, 
list $60 per doz. Above takes a discount 
of 25 per cent, f.o.b. Chicago. 

Icxtra blades for above, 6's, 50c., and 12's, 
$1, less 25 per cent discount per package. 

Gem Damaskene safety razors, 1 doz. 
lots, $8.40 per doz., net, f.o.b. Chicago; 3 
doz. lots, $8 per doz., net, f.o.b. Chicago; 
12 doz. lots, $7.50 per doz., net, f.o.b, Chi- 
cago. Gem extra blades, lots of 1 «oz. 
packages, $4.20 per doz. packages; 12 doz. 
packages, $3.84 per doz. packages; 36 doz. 
packages, 93.60 per doz. packages. 

Ever Ready safety razors, 1 doz. lots, 
$8.40 per doz., net f.o.b. Chicago; 3 dozen 
lots, $8 per doz., net f.o.b. Chicago. Ever 
Ready extra blades, standard package of 
6 blades, lots of 1 doz. packages, 93.48 per 
doz. packages; per card of 2 doz. packages, 
$6.96 per doz.; lots of 5 cards in one ship- 
ment, $6.48 per card. 


Tire Chains.—Jobbers are accepting 
orders for Weed Tire Chains, Rid-o- 
Skid Chains, Weed Solid Tire Truck 
Chains, Weed Pneumatic Tire Truck 
Chains, all Weed Cross Chains and Ad- 
justers in stock sizes only at present 
prices, but for future delivery, provid- 
ing complete specifications and_ ship- 
ping dates for shipment, at their op- 
tion after July 15 and before December 
1, no dating allowed. Jobbers do not 
look for lower prices however; in case 
prices are reduced before goods are 
shipped, buyers will be given the bene- 
fit of the reduced prices. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Rid-O-skid chains, 30 x 3%, in 
lots of dozen pairs, $2.00 per patr. 


Eaves Trough and Conductor Pipe. 
—AlIl prices on eaves trough and con- 
ductor pipe have been’ withdrawn. 
Jobbers’ stocks have been entirely sold 
out during the past ten days. Manu- 
facturers find that their costs vary 
from day to day owing to the premium 
they are forced to pay in order to ob- 
tain sheets. The result, that they have 
withdrawn all prices to the jobbers. 
There has been a strenuous demand for 
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this class of material during the past 
ten days. 

Files.—There is nothing new to re- 
port in the market as to files. Sales 
continue to be excellent and the demand 
is especially heavy from the manwfac- 
turing districts. Deliveries contmue 
to be very satisfactory. 


We quote from jobbers’ stocks, f.9.b. 
Chicago: Nicholson files, 50-74% per cent 
discount; New American, 60 per cent dis- 
count; Disston, 50-10 per cent discount; 
Black Diamond, 50-5 per cent discount. 


Galvanized Ware.— All orders for 
galvanized ware are taken subject to 
prices ruling at date of shipment. Job- 
bers’ stocks are very low and they con- 
tinue to limit orders to a single bundle 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stewart horse-clipping machines, 
No. 1, ball-bearing, inclosed type, for 
horses, mules and cows, list $12.75. Top 
plates, list $1.00. Bottom plates, list $1.50 
Discounts, 25. Stewart clipping machine, 
No. 8 for sheep and goats, complete with 
No. 5 shear, four combs and four cutters, 
$17.00 list. Discount, 25. 


Wood Handles.—The demand for 
wood handles continues to be greater 
than the available supply. Owing to 
the shortage of hickory, manufacturers 
are not able to maintain normal pro- 


ductions. There has been no change 
in price since last reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 
per doz.; No. 2, $3 per doz.; second growth 
hickory axe handles, 96.30 per doz.; extra 
quality hickory axe handles, $5 per doz.; 
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of finished products report difficulty in 


meeting the resuming requirements. 
There have been only two notable price 
changes, during the week. The price 
on linseed oil declined llc. per gallon 
and price on turpentine advanced 9c. 
per gallon. Notwithstanding the high 
price of denatured aleohol, the demand 
continues heavy and dealers and man- 
ufacturers are having difficulty in get- 
ting goods sufficient.to fill orders. The 
demand for dry colors continues steady 
and manufacturers are busy on pro- 
duction. The arrival of foreign colors 
is reported to have succeeded in easing 
up the demand, although no change in 
price has been noted. 





From The Iron Age 


Predictions of easier conditions in 
steel products continue, due in part to 
the volume of business booked at the 
Steel Corporation prices and in part to 
prospects for larger output and freer 
shipments. Yet current buying and 
ociee show no reduction of the higher 
prices recently paid in ordinary trans- 
actions with independent mills. Prac- 
tically the only changes are that plates 
can be had more promptly and that in- 
stances are fewer in which buyers ur- 
gently offer high premiums to per- 
suade makers to give them prompt 
material. 


Pittsburgh and Youngstown reports 
of better car supply are offset in part 
by conditions at Chicago, where cars 
for finished materials are as scarce as 
before, though the raw material move- 
ment is heavy and production at blast 
furnaces and steel works is at 90 to 
100 per cent of capacity. 


The higher coke prices predicted in 
view of the release of Government con- 
trol April 1 are already a fact. Blast 
furnace coke has sold at $10, one such 
contract as of April 1 calling for 15,- 
000 tons in the second quarter, and as 
high as $12 has been paid for prompt 





Less Pressure for Steel, Yet Actual Price Changes Are Upward 


coke. Higher pig iron, because of 
higher coke and higher freight rates, 
is the prediction of sellers, future pos- 
sibilities of supply and demand get- 
ting minor heed in the flurry over fuel. 

As independent steel companies one 
by one open their books for delivery in 
the third quarter a test will come of 
the extent to which the gap is to be 
narrowed between the high premium 
levels and the year-old prices of the 
Steel Corporation. Seeing that the in- 
dependents still have much steel to sell 
for 1920, market calculations now deal 
more with the probable sources of de- 
mand for nearly 3,000,000 tons per 
month of finished steel in the remain- 
der of the year. 

Jobbers are faring poorly in the 
distribution of the current product of 
the mills. In many cases deliveries on 
their contracts are far in arrears. 

The continued scarcity of sheets is 
indicated in the intention on the part 
of a leading producer shortly to ap- 
portion its second half output among 
established customers at prices not yet 
determined. Very little will appar- 
ently be available in the light gages. 
As high as 16c. a lb. is reported on a 
lot of 300 tons bought by an automo- 
bile maker. In sheet bars the week’s 


developments include an adjustment 
by a Central Western mill of April 
shipments at $80, also an offer of $100 
per ton for 5000 tons sought by a De- 
troit automobile company. 

A Pittsburgh district mill has made 
another advance in wire nails to $4.75 
per keg. An advance in bar iron is 
expected at Chicago under consider- 
able railroad buying, and Chicago job- 
bers’ prices on sheets and bolts and 
nuts are higher. 

The tendency of pig iron prices in 
most centers is upward. A St. Louis 
consumer of basic who offered $43 for 
6000 tons for second quarter delivery 
failed to obtain the iron. Charcoal 
iron is $1 lower at Chicago where the 
competition of a Missouri furnace, not 
usually a seller in that territory, is 
felt. Other irons at Chicago are not 
strong. In eastern Pennsylvania, how- 
ever, nearly all makers are quoting 
higher prices, and this is also true in 
Virginia. In the South the sale of a 
large tonnage of foundry iron and 
some basic by the leading steel com- 
pany at $38 has had a tendency to pre- 
vent price advances and in some other 
quarters $40 iron is still obtainable 
there. A Tennessee furnace is selling 
on that basis. 








or package on Competition Galvanized 
Tubs and Pails, Kerosene and Gasoline 
Cans, Wash Boilers, all kinds, and N. 
P. Copper Kettles and Pots. 

Glass.—A week ago there was noth- 
ing to report in this market and this 
week’s condition is worse, if such a 
condition can be. Manufacturers have 
more orders booked than they can pos- 
sibly fill and owing to the car short- 


ages, deliveries are very slow. Prices 
are well maintained. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; putty in 10-Ib. 
kits, $4.25; glaziers’ points, No. 1, No. 2 
and No. 3, 1 doz. to package, 65e. per 
package. 


Clipping Machines and Parts.—Local 
jobbers have advanced prices on clip- 
ping machines 5 per cent. Right now 
business on horse clipping machines is 
at its height. Jobbers have good 
stocks on hand and are filling all or- 
ders promptly. 


No. 1 hatchet and hammer handles, 99c. 

per doz.; second growth hickory hatchet 

and hammer handles, $1.60 per doz. 
Lanterns.—Jobbers continue to book 


orders for lanterns for shipment at 
their option after July 1, invoice to 
date September 1. A great many deal- 
ers have anticipated their wants and 
those who have not, are urged to do 
so, as it is expected that the sales on 
lanterns will be very heavy this Fall 
and from all indications, there no doubt 
will be a shortage. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Competition lanterns, No. 0 tubu- 
lar, $6.50 per doz.; No. 2 tubular cold blast, 


$9.35 per doz. 

Paints—The favorable weather con- 
ditions prevailing during the last week 
have stimulated appreciably the buying 
in paint materials. The demand for 
practically the entire line of paints and 
colors and basic materials has been 
heavy and the trade is very optimistic 
in view of the prosvects of a big boom 
ir building operations. Manufacturers 


The following prices prevail on leading 
staples: Strictly pure linseed oil, 1 to 4 
bbl., one delivery raw, $1.94 per gal.; 
boiled, $1.96 per gal. Terms 30 days net, 
or less 1 per cent if paid within 10 days 
from date of invoice. Strictly pure gum 
spirits of turpentine In barrels, $2.60 per 
gal., 180-deg. denatured alcohol, tn barrels, 
$1.05 per gal.; strictly pure white lead, 
100-Ib. kegs, $15.50 each; New York plaster 
of paris, in barrels, $4.50 per bbl.; Guilld- 
ers’ whiting, in barrels, $3.50 per cwt.; 
pure shellac (4-Ib. goods), in gallon cans, 
white $7.30 per gal.: orange, $6.80 per gal 
English Venetian red, in barrels, 92.50 to 
$5.00 per cwt 


Nuts and Bolts.—Although several of 
the manufacturers of nuts and bolts 
have advanced their prices approxi- 
mately 10 per cent, local jobbers con- 
tinue to maintain the old prices. There 
is a great scarcity of nuts and bolts, 
and stocks are very low. The demand 
continues to be heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Machine bolts, up to % x 4 In., 
35 off: larger sizes, 25 off; carriage bolts 
up to % x 6 in., 30 off; larger sizes, 20 
off; coach or lag screws, gimlet points, 
square head, 40-5 off; hot pressed nuts, 
square or hexagon cap, $1.00 off per 100 
Ib.; stove bolts, 60-10 off. 
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Wire Nails.—There is nothing new to 
report in the situation as to wire nails. 
They are just as scarce as ever and 
jobbers report that they are entirely 
out of nails, but do receive shipments in 
small quantities from the mills, but as 
fast as they are received they are ap- 
plied on current orders. There has been 
no change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. 


Chicago: Common wire nails, from $4.10 
to $4.75 per keg base. 


Rope.—Present prices on rope are 
being well maintained and an exception- 
ally good business is being done. Job- 
bers state that they have fair stocks on 
hand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: In full coils, manila rope, stand- 
ard brands, No. 1, 28%c. per > base; No. 
2, 27%4c. per lb. base; No. 3, 25%4c. per lb. 
base; sisal rope, full coils, standard brands, 
No. 1, 19%c. per lb.; No. 2, 17%4c. per Ib. 

Roofing Paper.—Deliveries on roofing 
paper have eased up considerably dur- 
ing the past ten days and, while jobbers 
have not been able to accumulate any- 
thing near normal stocks, they are in 
better condition to fill orders than they 
have been for some time past. The 
slate covered roofing paper is practi- 
cally off the market and red rosin build- 
ing paper is very scarce. Some dealers 
are paying a premium from $10 to $20 
per ton for spot delivery. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Certainteed roofing, 1-ply, $2.13 
per sq.; 2-ply, $2.64 per sq.; 3-ply, $3.15 
per sq.; Major roofing, 1-ply, ‘$1. 83 per sq.; 
2-ply, $2. 24 per sq.; 3-ply, 2.65 per sq.; 
Guard roofing, 1-ply, $1.38 per‘sq.; 2-ply, 
$1.74 per sq.; 8-ply, $2.10 per sq.; tarred 
felt, $4.75 per 100-lb.; red and gray rosin 
paper, $90.00 per ton. 

Spark Plugs.—Retail sales on spark 
plugs continue to be very heavy. Job- 
bers state that they are receiving good 
deliveries from the manufacturers and 
are able to fill all orders promptly. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Hercules Giant, lots of 1 to 60, 
65c. each; lots of 50 to 100, 62%c. each; 
lots of 100 and upward, 60c. each; Her- 
cules Junior, lots of 1 to 100, 40c. each; 


lots of 100 to 150, 37%4c. each; lots of 150 
and upward, 35c. each; Hel-Fi standard 


Office of HARDWARE AGE, 
Boston, April 8, 1920. 

DDITIONAL advances in prices 
for hardware are noted this week, 
practically all of them upward, but in 
heavy hardware circles it is generally 
felt the peak has been reached, and the 
shelf hardware trade expects the peak 
will be reached within a very short 
time. This belief is largely based on 
the demand. That is, the trade is be- 
ginning to find that consumers and re- 
tail dealers will pay about so much 
for hardware and no more, going with- 
out if necessary. Then, too, it is be- 
lieved that deliveries of hardware in 
general are slowly but surely improv- 
ing and that manufacturers and mills 
will have very nearly caught up with 

demands before people realize it. 
There is another element in the situ- 
ation, however, which should practi- 
cally guarantee no sudden drop in 


plugs, lots of 50 to 100, 42%c. each; lots 
of 100 and up 40c. each; Hel-Fi superspark 
plugs, lots of 50 to 100, 62%c. each; lots of 
100 and up, 60c. each; A. C. Titan plugs, 
68c. each; A. C. Cico plugs, 48c. each; 
Champion X, 59c. each; Champion O, 62c. 
each; Champion Heavy Duty, 73c. each; 
Splitdorf plugs, 62%c. each; United plugs, 
Junior, small lots, 40c. each; lots of 100 or 
over, '37!4c. each; United Giant Heavy 
Duty, small lots, 60c. each; lots of 100 or 
over, 5744c. each. 

Steel Sheets.—Local jobbers are prac- 
tically out of steel sheets and are un- 
able to obtain any satisfaction as to 
when deliveries from the mills will be 
made. Manufacturers are paying a pre- 
mium for spot sheets. Jobbers continue 
to place a limit of one bundle of a size 
to a customer. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized sheets, No. 28, at 
$8.50 per 100 1lb.; 28-gage black sheets, 
$7.00 per 100 Ib. 

Stove Board.—Jobbers report that 
they are booking very satisfactory or- 
ders for future delivery on stove board. 
Dealers who have not anticipated their 
wants for next season should do so at 
once. No doubt the demand will be 
heavier than ever. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; %~ x 28, $18.85 per doz.; 30 x 30, 
+ per doz.; 33 x 33, $25.50 per doz.; 

x °¢ $30.50 per doz. 

Screws—Round head blued and spe- 
cial screws are very hard to obtain. 
Manufacturers are making good deliv- 
eries on the flat head bright and jobbers 
report that their stocks are in fair con- 
dition. Present market is held very firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head, bright screws, 67%c. 
and 20c.; flat head brass, 57c. and 20c.; 
round head brass, 55c. and 20c.; round 
blued, 65c. and 20c. 


Sash Weights—Sash weights con- 
tinue to be very scarce and the demand, 
if anything, is improving. Foundries 
report that they are running to capacity 
and have more orders on their books 
than they possibly can fill. There has 
been no change in price since last re- 
ported. 

We quote from jobbers’ stocks. f.o.b. 


BOSTON 


prices for several months, at least— 
money. Jobbers and the large retail 
hardware establishments are finding it 
increasing difficult to borrow money to 
do business. The hanks are shy of 
ready cash to loan, being obliged to 
borrow from the Federal Reserve banks 
at 6 per cent to supply some of the 
cash needs of their best customers. 
One reason for the scarcity of money 
is that most of the large industries of 
the country find it cheaper to use their 
own cash balances in banks to do busi- 
ness than to make fresh borrowings. 
This fact applies in New England, es- 
pecially to the cotton industry, all of 
the large mills having drawn down 
heavily on their bank balances during 
the past few months. The banks also 
are reluctant to loan money on raw 
materials, as well as on manufactured 
merchandise, inasmuch as they believe 
the peak in prices has been reached 





Hardware Age 


Chicago: Sash weights in less than ton 
lots, $70 per ton, ton lots, shipment direct 
from the foundry, subject to delay, $68 
per ton. 

Wheelbarrows.—Jobbers report the 
demand for wheelbarrows is far beyond 
the available supply. They continue to 
be out of stock on the steel tray barrel 
and deliveries on this line show no im- 
provement. With the large building 
program and the great amount of road 
work under way sales on wheelbarrows 
will continue to be very heavy. It is 
reported that another advance of 10 per 
cent will be put into effect very shortly. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 4 tubular barrows, all steel, 
$8.50 each; common tray or stave barrows, 


$3.50 each; angle keg garden barrows, $5.75 
each. 


Wire Cloth and Poultry Netting.— 
Jobbers will accept orders for wire cloth 
only subject to stock on hand and re- 
fuse to back order; poultry netting is 
practically off the market. All prices 
have been withdrawn by local jobbers. 
The shortage of both wire cloth and 
poultry netting is very acute. 


We quote from jobbers’ stocks, f.o0.b. 
Chicago: Black painted wire cloth, 12- 
mesh, $2.25 per 100 sq. ft.; poultry netting, 
galvanized before weaving, 50 per cent dis- 
count; galvanized after weaving, 45 per 
cent discount. 


Game Traps.—Jobbers continue to 
book very satisfactory orders on game 
traps for future delivery. They report, 
however, that a great many dealers 
have not as yet placed their orders. The 
demand for game traps next fall will 
be greater than ever, and it is advisable 
that dealers anticipate their wants as 
early as possible. 


We quote from jobbers’ stocks, f.0.b 
Chicago: No. 0 Victor traps with chains. 
$1.71 per doz.; without chains, $1.34 per 
doz.; No. 1, Victor traps, with chains, 
$2.01 per doz.; without chains, $1.52 per 
doz.; No. 1%, Victor traps, with chains, 
; without chains, $2.44 per 

No. 0, Oneida Jump traps, with 
poo $2.37 per doz.; without chains, $1.75 
per doz.; No. 1, Oneida Jump traps, with 
chains, $2.75 per doz.; without chains, $2.12 
per doz.; No. 1% Oneida Jump traps, with 
chains, $4.12 per doz.; without chains, $3.25 
per doz.; No. 0, Newhouse traps, with 
spate, $4.75 per doz.; No. 1, $5.62 per doz.; 
No. , 98.50 per doz. 


and therefore they do not want to run 
the chance of having high-cost mate- 
rial handed back to them by people 
who have borrowed money on it. The 
hardware jobbers and large retail es- 
tablishments not being able to secure 
loans easily are trying to get merchan- 
dise into retail and consuming hands 
as quickly as possible so as to turn goods 
into cash. The movement of hardware 
out of store, therefore, is increasing 
notwithstanding the fact that jobbers 
in many instances are short of help in 
shipping and stock rooms. 

The banks profess to see no likeli- 
hood of much lower money rates for 
some time. If money rates continue 
high it is probable that the decline in 
merchandise values, if it does come, 
will be slow. Such is the general be- 
lief here, consequently there is little 
real uneasiness in local wholesale 
hardware circles notwithstanding the 
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money situation. 


Generally speaking, 
the retail hardware dealers of New 


England are lightly supplied: with 
spring and summer goods, and they 
have every reason to anticipate a good 
consumptive demand. They are buy- 
ing hardware freely, but are not plung- 
ing, and most of them we have talked 
with recently are confident that 1920 
will be a prosperous year, notwith- 
standing all the uncertainties in the 
general business situation to-day. 

Baseball Goods.—Now that spring- 
like weather is with us the retail dealer 
is having a good demand for baseball 
goods, especially bats. Jobbers have 
been unable to make good deliveries 
on bats owing to the fact that railroad 
embargoes have held up _ shipments 
from factories. At the moment there 
are very few bats available in this 
market. The leading manufacturers 
are refusing to accept more business. 
Catcher’s and fielding gloves also are 
scarce and in urgent demand. The 
manufacturers of masks are asking 
such high prices that some of the job- 
bers here have decided fot to carry 
a line this season. 


We quote from jobbers’ stocks: Bats— 
Louisville Slugger, $12.84 per doz.; Major 
League, $10.20; No. 16, $8.50; King of the 
Field, $4.30; Junior League, $2.20; Cracker- 
jack, $2. Baseballs—National League, 
$16.50 per doz.; Professional League, $8; 


Dollar Dead, $8; Boys League, $4.50; 
Junior League, 94; Junior League special, 
$2.50; Young America, $2; Dandy, 88c. 

Bolts and Nuts.—Semi-finished and 
finished case hardened nuts have ad- 
vanced 5 to 10 per cent, now being 
quoted list less 40 per cent. A serious 
pinch in the supply of bolts is antici- 
pated here within the next few days, 
and in that event it is commonly be- 
lieved there will be a flurry in job- 
bers’ prices without a change in mill 
quotations. The talk here is that small 
bolts will cost the consumer as much 
as large. 

We ores from oecagy jel stock: Machine 
bolts, with H. P. nuts, 4 x % and smaller, 
15 per cent discount; “% x % and larger, 
10 per cent discount; machine bolts, yi 
& D. nuts, 4x %& in. and smaller, 10 per 
cent discount; 4% x % in. and larger, list; 
common carriage bolts, 6 x % and smaller, 
10 per cent discount; 64 x % and larger, 
list; tap bolts, list plus 30 per cent; stove 
bolts, large quantities, 60 per cent dis- 
count; bolt ends, 5 per cent discount; tire 
bolts, 45 per cent discount; semi-finished 
nuts, 9/16 and smaller, 40 per cent dis- 
count; % and larger, 40 per cent discount; 
finished case hardened nuts, 40 per cent 
discount; H. P. square blank in full keg, 
tapped; hexagon, blank, tapped; C. P. C. 
& T. square blank, tapped; hexagon blank 
and tapped, list plus 2c. 

Chain.—The local chain market is 
quiet, jobbers not pushing sales be- 
cause of the fact they have little to 
offer. During the past winter there 
was a real scarcity of twisted chain, 


and people bought plain as a _ substi- 
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tute, with the result that the local 
market cleaned up well on everything. 
Those jobbers who have chain on order 
have not been getting it, and those 
who do not have anything on order 
appear in no hurry to come into the 
market. 


We quote from jobbers’ stocks: Proof 
coil self-colored chain in cask lots, 3/16 
in., $15.85 per 100 Ib.; %4 in., $14 
in., $12.20; % in., . 
% in., Bs 85; 5% in., $9.70; in., 9.50; % 
in., $9.20; 1% in. and 14 in., $8.85. Extras 
for iis BBB, twist and long link chain. 


Countersinks.—The H. H. Mayhew 
Co., Sherbourne Falls, Mass., counter- 
sinks, gimlets, bits, ete., has notified 
the jobbers here of a general advance 
in prices amounting to approximately 
10 per cent. 

Drills—For some time the local 
available supply of most common sizes 
of high speed drills has been very 
small and jobbers feel the market is 
about due for an advance. Quite re- 
cently, however, there was a reduction 
in certain kinds of high speed steel, 
and any advance, if it does come, in 
drill quotations, would be a local rather 
than a national affair. During the 
past week or two there has been a no- 
table tightening up in the supply of 
twist drills of all kinds, and the mar- 
ket unquestionably is on a very strong 
basis. 
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BARS—CROW— 
Steel Crowbars, 10 to 40 Ib., 
8Y@9Y¢ 
Pinch Bars, 10 to 40 Ib., 
8Y@IV¢ 
BEAMS—Scale— 
Chatillon’s iat Re 


oe, * ae 
$8.00 $4.00 $0.00 $8.00 $14.00 
Chatilion’s NO. 2..0-eeeee+-25% 


& W., 
List Sept. 25, 1918—16% % 
BELTING—LEATHER— 


From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 o2...35% 
Belting, Heavy, 16 oz......40% 
Belting, Medium, 14% 02..40% 
Belting, Light, 13 oz.....50% 
Second Quality, Sides....55% 
Second Quality, Shoulders. .60% 

oe ——- Lacing, Strictly 
Leather, “iaci gy Sides, per sq. 
t, ide, No. 1 im 
pay 17. sq. ft. and over...47¢ 
Under 17 sq. ft ¢ 


Rubber— 
Tompetition (Low Grade) 50&10% 
SE 5 cneeernieees 40&10% 
ME kh oh ccavccees 35% 
BLOCKS—Tackle— 

Common wooden ........--- 15% 
eer OTT rer 15% 
Drill— 

Athol Machine Co.: 
Drill Blocks ......... List net 


Bolts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 

% «x 6, and smaller. .40&10% 
Common Carriage (rolled thread): 

¥% * 6, and smaller...15&10% 

Larger or longer... -List Net 
Phila. Eagle, $3.00 list... .60% 
Bolt Ends, H. P. Nuts "40% 
Machine (cut thread): 

¥% x 4 and smaller...... 50% 

Larger or longer........ 40% 


CHAIN—Proof Coil— 


American Coil; gry Link: 
12505. 00; $15.00; o/3¢. 


0.50:'% ao ft 7 $9.7 
808 50; %, $9.25; 1 add 





pt age stag ni 
Jobbers’ Mfg. Com 
Blue Ribbon, Stick, "e Ib. .30¢ 
Paste, 5 & 10 om, 
Th. ccswevaawe aoe. BOG 
Liquid in gal. cans” * gai. .$3.0U 
Dee. AND DRILL 
TOCKS— 


oane Oe SS Sicaacius 45% 
ne, asa and Straight 


Wire Gauge Jobbers’ and RS 
Blacksmith ........ weece x % 
Brace Drills for Wood.....45% 
EMERY—Tuarkish— 
Out of maaee at ee time. 
Domestic, Ib...... --10¢ 


HAMMERS AND 


SLEDGES— 
SEA er 50% 
CO & lBrccccee ehneceece 50% 
OILERS— 

Steel, Copper Plated....... 60% 


Chace, Brass and Copper...10% 
Railroad coppered..... 331%4&5% 


Chace, Zinc Plated..... 334% 
Railroad, brass ......... 20&5 % 
PICKS AND MATTOCKS— 
BO icccsdncdexne 20% 
Contractors’ Picks....... 1634 % 
ROPE— 
Eastern Retail Trade. Per |b. 
Manila, % in diam. and larger: 
Highest Grade ........31%¢ 
Second Grade ...........29¢ 
Hardware Grade ........ 25%4¢ 
Sisal, % in. diam. and larger: 
PS PO 23¢ 
Second Grade............20¢ 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First F nam 23%¢; second 


GUAT o cccdcccceicns 20%¢ 
Sisal, Tarred, Medium Lath 
arns 
First quality ...... eesewe 23¢ 
Second quality .......... 20¢ 
Cotton Rope: 


Best S/16in, and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 


47 @48¢ 
Third Gr., 5/16-in. and 
larger 45 @46¢ 


Jute: 
No. 1 %-in. and up..... 19¢ 
No. 2, %-in. and up.... 





SAWS AND FRAMES— 
Hack— 
Saws, 6 to 14 in. inc...... 35% 
Saws, Machine Blades, 
IS tO WE Gi cvcevece 10&10% 
Saw Frames— 
Iron, adj., per doz....... $4.00 
Steel, ad., 8 to 12 in., per doz. 


Steel adj., steel hdle., 
Adj. Pistol-Grip, per doz $18.77 


SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point...... 20% 


Coach, Gimlet Point... .30&5% 


Jack Screws— 
Seema Biissccvccesens 20% 


Machine— 
Cut Thread Iron, 

Flat Head or Round Head, 
60&10% 
Fillister or Oval ae Head, 
50&10% 
Fillister or Oval Head. 408104 
ane Thread Iron, 


Fillister or Oval a 80% 
Rolled ——- Brass: 

F. H. | ae | 

Fillister A oa Head...60% 


Set and Cite 


Flat Head, Iron........ 40&5 9 
Set (Steel) met advance over 
25 





WD eccdbkdewevecewdos % 
Re A eee 60&5% 
Pe oC es aes % 
Fillister Head CObiscdci 45% 
Wood 
Flat Head, Iron..... 72%2&15% 
Round Head, Iron..... 70&15% 
Flat Head, Brass 60&15% 
Round Head, Brass. “57%4&15% 
Flat Head, Bronze. .55&10&10% 
Round Head, Bronze 
5214 &10&109% 


STOCKS, DIES AND 
hagas _ 


Head Taps, % to 1 in....45% 
— Taps, smaller than Ke. 
M. "s. Taper Taps, No. S to 
SE Oc ceacetecess 0&5% 
M. S. Taper Taps, uns 45% 





TURNBUCKLES— 
No. 195. Japn’d, per doz.$1.20 
National Mfg. Co. Screen Door. 
Feng emg age &e. 
weeny 3 each, net 
No. 1, 24 50, = 2, $22.50 


WASHERS—Cast— 


Over Y-inch, barrel lots, per.. 
100 Jb. $8.00 











































Iron and Steel 
Per 100 Ib. 


5/16 % 

$13.40 12.50 
% 

11.20 


Size bolt Y%, 
Washers 11.40 
% 
11.10 
WRENCHES— 
Agricultural ¥%&S 
Alligator or Crocodile..... 50% 
Drop Forged 


eee eee eeee ‘oO 
Stillsom pattern........ 60&5 % 
Genuine Walworth Stillson, 

50 

METALS— 

n— 
| asa Wisc cécatiadeéecun 65¢ 

pea tdheRneedtachene ne 68-73¢ 


yo richn pig, 99 per cent, 












TO@72¢ 

Copper— 
Rate Wee ccccccacass 21 to 22¢ 
Electrolytic .. -20 to 21¢ 
Casting ..... e 19% to 20¢ 


Spelter and Sheet Zinc— 
Western spelter ...10% to 11%¢ 
Sheet Zinc, No. 9 base, cast 


14 to 14%¢. 

Lead— 

American pig.Per Ib.. 
11\4¢ 

BP cscacue Per Ib., 114% @11%¢ 

Solder 
% x % guaranteed......... 43¢ 
NO. 1 wcccececccece eecee 
MOMNGG ccccccccccccccccecs 


6¢ 

Prices of solder indicated by 

private brand vary according to 
composition. 


Babbitt Metal— 


Best grade, per Ib.......... 90¢ 

Commercial grade, per Ib.....50¢ ‘ 
Antimony— 

Asiatic, per Ib...... 12% @12%¢ : 
Aluminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for ; 
remelting, per Ilb....35 to 38¢ 





a> ae ay 2 
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nS Se 
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We quote from jobbers’ stocks: Carbon 
drils, sizes up to 1% in., straight shank, 
40 per cent discount; bit stock drills, 45 
per cent discount; blacksmiths’ drills, 40 
per cent discount; center drills, 40 per cent 
discount; drills and countershinks com- 
bined, list; ratchet drills, list; wood boring 
brace drills, 45 per cent’ discount; high 
speed drills, price on application; all other 
kinds, 40 per cent discount. 

Files and Rasps.—One local jobber 
is well supplied with files and rasps, 
but the trade as a whole is not as well 
off, and based on that condition there 
has been more or less talk of late re- 
garding a marking up of prices. One 
of the leading file manufacturers has 
assured the local trade that every ef- 
fort will be made by his firm, at least, 
to hold prices steady, which would 
seem to indicate there is little real 
basis for talk of higher prices in job- 
bing circles. 

We quote from jobbers’ stocks: Files— 
Nicholson and Black Diamond, 40, 10 and 
10 per cent discount; Great Western, 
Arcade, American, Kearney & Foote, etc., 
50, 10 and 6 per cent discount; Swiss, list. 

Rasps.—Heller 70 per cent discount; 
Superior, 75 and 5 per cent discount. 


Gloves.—Although not carried by a 
large number of retail hardware deal- 
ers, it is interesting to note that box- 
ing gloves have been advanced approx- 
imately 10 per cent in price. Now 
that the leading colleges, and there 
are several in New England, have 
taken up the manly art, the younger 
generation of New Englanders have 
gone in for boxing and the market is 
more active than it has been before in 
years. 

Hack Saws.—For the first time in 
years, and within the memory of some 
of the jobbers, some sizes of hack saws 
really are scarce due to the fact that 
manufacturers for one reason or an- 
other have been unable to make ship- 
ments. Usually the market is flooded 
with hack saws, and because of this 
fact, the present condition of supplies 
attracts unusual attention. No change 
in prices is reported, but they are 
quoted as very strong. 

We quote from jobbers’ stocks: Hack 
saws, one gross or more, 25 per cent dis- 
count. 

Hose.—As was anticipated in some 
quarters, the leading manufacturers of 
garden hose have advanced prices 
about 10 per cent, and jobbers’ lists 
have been changed accordingly. Man- 
ufacturers find it is costing more than 
anticipated to do business. In addi- 
tion they have a large amount of or- 
ders booked, and the advance in prices 
was more in the nature of a_ protec- 
tionary measure than anything else. 

We quote from jobbers’ stocks: Bull 
Doz, % in., 20c. per ft.; Milo, ™ in., 17c. 
per ft Good Luck, % in., 16c. per ft.; 
Olympia, % in., 15¢c. per ft.; Leader, % in., 
i3%c. per ft.; Commercial, % in., 11¥%ec 
per ft 

Iron and Steel. — Local stocks of 
iron are larger than they were the first 
of March, but no sufficiently so to war- 
rant any lowering of prices, especially 
as steel continues scarce and high. 


The demand for iron and Steel is 
healthy, but not as large as it probably 
would be if consumers realized they 
could come into the market and get 
what they wanted. 
people here believe that the 


In other words, 
demand 


would increase materially if produc- 
tion would. In that event it would be 
a long time before there was any siz- 
able accumulation here. 

lron.—Refined, per 100 Ib., $5 base except 
as noted; ¥%, 9/16-in. round and square 
and 2%-in, and larger, 95.40; 7/16-in. round 
and square and smaller, $7; over 6 in. wide, 
$6.50; best refined, $6.50; Wayne, $7.50; 
band iron, $6.75; hoop iron, $7.75; Norway 
iron, $20; broken bundles of hoops, 2c. 
extra; broken bundles of other iron, %4c. 
extra. 

Steel.—Soft steel bars, $5 per 100-Ib. 
base; flats, 6in. wide and narrower, over 
2 in. thick, $5.50; over 6 In. wide and not 
even inches, $5.85; concrete bars, plain 
round and square, $5 base; twisted squares, 
$5.50; structural, angles, channels and tees 


Or. 


under 3 in., $5 base; 3 in. and over, 95.25; 
cold rolled steel, rounds, $6.50 base; 
squares, hexagons and flats, $7; tire steel, 
1%x % and larger, $6; narrower and thin- 
ner, $6.50; open hearth spring steel, $10; 
crucible spring steel, $15; steel bands, 
$6.75; hoops, $7.75; No. 10 sheets, $6.55; 
plates, 4% in. and heavier, $5.55 base. 

Nails.—One of the leading manufac- 
turers of wire nails says the supply 
situation is entirely up to the rail- 
roads. The manufacturer is said to 
be in a position to clean up on all dis- 
tress orders within thirty days if the 
railroads could supply cars, to clean 
up on virtually everything within sixty 
days, and to be out for new business 
by the end of ninety days. Local of- 
ferings of Canadian nails, all sizes, 
are increasing, but actual buyers of 
quantity lots are few and far between. 
One interest offers 2000 kegs in car- 
load lots at $7.35 per keg f.o.b. Bos- 
ton, and at $8.35 in less than carload 
lots. Other interests are offering large 
numbers of kegs at $6.65 f.o.b. Cana- 
dian shipping point, and another 4000 
kegs at $6.25 f.o.b. Halifax. 

We quote from jobbers’ stocks: Wire 
nails, per keg, $4.50, $5, $5.50, 96 base; 
coated wire nails, $5 per standard 100-lb. 
keg base; cut nails, $7.25 per keg base; 
galvanized nails, $11 per keg base. 

Horseshoe.—Leader, No. 5, $5.40 per keg; 
No. 6, $5; No. 7, $4.80; No. 8, $4.60; No. 9, 
10 and 11, $4.45; Crown, No. 5, $5.90; No. 
6, $5.25; No. 7, $5.05; No. 8, 94.85; No. 9, 
10 and 11, $4.65. 

Netting.—Local netting prices con- 
tinue very strong because of the small 
available supply and the increasing 
demand. The outlook for a shortage 
a little later is more pronounced to- 
day than it was a week ago. Cellar 
window netting also is in good demand 
and by no means plentiful. Retail 
dealers, in their demand for stock, 
have not been influenced by the recent 
advance in prices. 

We quote from jobbers’ stocks: Poultry 
netting, hexagon, galvanized, 33% per cent 
discount from store list. Cellar window 
netting, No. 3 mesh, 12 to 18 in. wide, 
64%c. per ft.; 18 to 24 in. wide, 6c. per ft.; 
24 to 48 in. wide, 5%c. per ft. 

Pliers.—High-grade pliers continue 
scarce. A local jobber, in the hope of 
speeding up shipments, recently called 
on the factory, but did not get much 
encouragement. The impression he re- 
ceived was that Western buyers some 
time ago placed such large orders with 
the manufacturers that the latter will 
be backward in filling orders placed 
by the Eastern trade. If such should 
prove true, the local market is likely 
to be short of stock for a long time to 
come. 


Kraeuter Goods.—Combination pliers, 5% 
in., $12.20 per doz.; 6 in., $14.45; 8 in., 
$17.50; 10 in., $21.30. Side cutting pliers, 





Hardware Age 


4 in., $17.50 per doz.; 5 in., $18.50; 6% in., 
$20.15; 7 in., $23.80; 8 in., $26.45. Button's 
pliers, 6% in., $12.10 per doz.; 8 in., $15.30; 
10 in., $18.50. Common flat nose and com- 
mon round nose pliers, 4 in., $11.10 per 
doz.; 4% in., 911.60; 5 in., $12.20; & 
$12.50; 6 in., $14.05. Milliners’ pliers, 4% 
in., $17.20 per doz, Electricians’ pliers, 6 
in., $25.55 per doz. Diagonal pliers, 6 in., 
$22.60; 5% in., $24.30; 6 in., $26.55. 
Rivets.—No let-up in the call for 
large and small rivets is noted, and 
inasmuch as local stocks are badly 
broken prices hoid strong on the basis 
established in March. Some shipments 
have been received from the structural 
rivet makers, but the jobbers soon dis- 
posed of these and the local supply 
situation therefore is no better. 











We quote from jobbers’ stocks: Rivets, 
iron, small, 25 per cent discount; struct- 
ural, full kegs, $6.25 per 100-lb. base. 

Rope.—There appears to bea better 
damand for rope. The market from a 
hardware standpoint, however, is by 
no means active. Local supplies are 
far from large, but apparently suffi- 
cient for all requirements. 


We quote from jobbers’ stocks: Manila 
rope, 30c. per lb. base; sisal rope, 21c. per 
Ib. base; braided awning rope, No. 3%, 
$4.50; No. 4, $4.76; No. 4%, $5.38; No. 5, 
$8.20. 

Rubbish Burners.—One of the lead- 
ing producers of rubbish burners has 
advanced his line approximately 33 1/3 
per cent, the higher prices being nec- 
essary, it is claimed, by the increasing 
csot of raw material and labor. 


Screws.—In the screw market the 
scarcity of machine kinds continues 
the leading feature. Local quotations 
on cap and set screws have advanced 
5 per cent, but price seems to be sec- 
ond consideration these days. The re- 
cent advance in wood screws apparent- 
ly has served to increase rather than 
diminish the demand. Local stocks 
are broken and the manufacturers are 
slow in getting fresh stocks into the 
market here. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 70 per cent dis 
count; flat head blued, 70 and 5 per cent 
discount; round head blued, 67% per cent 
discount; flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent 
discount; flat head brass. plated, 62% per 
cent discount; round head nickeled, 57! 
per cent discount; flat head galvanized, 55 
per cent discount. 

Coach screws, 25 per cent discount; set 
screws, 40 per cent discount; cap screws, 
hexagon, 30 per ent discount; fillister, 1° 
per cent discount; flat and round cap, 15 
per cent discount; set screws, 35 per cent 
discount; iron machine screws, 55 per cent 
discount 


Shoe Findings.—Although not of di- 
rect interest to the hardware trade 
from a merchandising standpoint, it is 
interesting to note that boot and shoe 
salesmen out on the road with fall 
samples are taking very few orders. 
The salesmen are of the belief that re- 
tail boot and shoe dealers have com- 
bined in some way to force prices on 
footwear down because they believe 
the general public no longer will pay 
high prices. All this means that pos- 
sibly the shoe finding market may 
weaken during the next few months. 


Taps.—Men’s light, $1.75 to $2.00 per doz.; 
medium light, 92.20 to $2.50;, medium heavy, 
$2.75 to $3.25; heavy, 3.25 to $3.60 
Women’s light, $1.30 to $1.50 per doz 
medium heavy, $1.55 to $1.70. Boy’s mm: 
dium, $1.90 to $2.25 per doz.; heavy, $2.5! 

Strips.—Hemlock, clean, 60c. to T5c. per 
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b.; branded, 50c. to 55c.; oak, heavy, me- 
l.um and light, No. 1, 75c. to 90c.; No. 2, 
ibe. to Tbe. i 


Steel Goods.—A rumor is going the 
rounds here of an impending advance 
in steel goods such as_ shovels, etc., 
amounting to $2 per dozen. The story 
cannot be substantiated, however. 

Tacks.—Jobbers report an advance 
in prices on copper tacks, but it is so 
slight as to hardly be a market factor. 
It is intimated the advance is largely 
based on the presumption by manu- 
facturers that the copper metal mar- 
ket will be very much higher before it 
is lower. In that event raw material 
will cost them more, naturally, and the 
advance in prices is really a precau- 
tionary measure. 

Taps and Dies.—When the manufac- 
turers recently advanced prices on taps 
and dies it was generally supposed 
here the market would not go higher 
for a long time. But already there is 
talk of an impending advance in job- 
bers’ prices, based, unquestionably, on 
the shortage of supplies. 

Toilet Goods.—Certain local jobbing 
houses are taking up a line of toilet 
articles such as tooth, hair and hand 
brushes, single and in sets, to retail at 
$2 to $12. The theory is that hard- 
ware dealers should make their estab- 
lishments as attractive for women as 
men, and that if toilet articles will 
help draw a woman into the store they 
should be cultivated by the dealers. 

Toys.—The A. C. Gilbert Co., New 
Haven, Conn., announces a still further 
advance in its prices on toys. 

Vises.—Solid base and jaw vises, 4 
in. and 4% in., have been’ scarce of 
late because of the inability of the 
manufacturers to get goods to market. 
A local jobber on March 30 received 
100 of each size that were shipped 
from Ohio Jan. 6, which gives some 
idea of the way vises have been com- 
ing through. The vises arrived in poor 
condition, being rusty. 


We quote from jobbers’ stocks Solid 
box vises, to dealers, net list; Columbia, 10 
per cent discount. 


Wagons.—A manufacturer 
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Sr. PAUL AND MINNEAPOLIS, 
March 29, 1920 

(( ONDITIONS in the markets are 

A practically the same as at the writ- 
ing of the last report from this district, 
with sales showing a steady increase 
and new goods coming very slowly in 
proportion to what is needed to care 
for the amount of trade developing. 
While the general opinion seems to be 
that the crest of high prices has been 
reached, the past week has brought 
fully as many changes of importance 
as any recent period of equal length. 
The last word of importance in this 
line is an advance of twenty-five cents 
per keg base on standard wire nails, 
which took place yesterday. It is un- 
derstood that coated nails .are not 
affected as yet. The advance on wood 
serews has just arrived from the fac- 


leading 


of coaster wagons has announced to 
jobbers here that orders placed now 
are subject to an advance before date 
of shipment. The new prices bring 
jobbing quotations up to a basis where 
many of the retail dealers have made 
up their minds not to handle the line, 
inasmuch as their customers will not 
pay prices that would have to be asked. 


Washers.—The market for all kinds 
of washers continues moderately active 
and very strong. Some of the large 
New England industrial consumers be- 
ing unable to get supplies from washer 
makers have bought sizable lots on 
this market to tide them over. As a 
result the local supply has shrunk con- 
siderably during the past month. 

We quote from jobbers’ stocks: Cut 
washers, %-in. and smaller, 6c. per Ib.; 
larger, 5c. per Ib.; cut washers, 200-1lb 
kegs, list: malleable washers, 12c. per Ib 


Watches.—Effective April 1, most of 
the operatives in the watch factories 
changed from a 44-hour to a 40-hour 
per week working schedule, which 
means that manufacturing costs will 
be just so much higher and the pro- 
duction just so much smaller. The In- 
gersoll people, anticipating the change 
in operating costs, marked up their 
prices, and the Leonard interests have 
signified they will do so within the 
immediate future. It stands to reason 
that the other watch houses will have 
to follow in line. The advance indi- 
dicated by the watch makers amounts 
to about 15 per cent. 

Wrenches.—Jobbers are doing very 
little in the wrench market. Other in- 
terests, who bought wrenches a long 
time ago at very much lower prices 
than prevail to-day, can afford to under- 
cut the jobber, and are doing so; which 
explains in a large measure why Bos- 
ton jobbers are not especially inter- 
ested in wrenches at the present mo- 
ment. 





We quote from jobbers’ stocks: Stilson 
and Trimo and parts, 50 per cent discount; 
Coes and parts, in full packages, 25 and 


7% per cent discount; in broken packages, 
25 per cent discount; drop forged wrenches, 
20 per cent discount; Westcott wrenches, 
new list; agricultural wrenches, 30° per 
cent d'scount 


CITIES 


tories and apparently is the most radi- 
cal change in this line in the past year. 
The main comment on the general con- 
dition seems to be one of speculation 
as to when and how such a strained 
condition is going to end, and the theory 
that we are due to have some upheaval 
of one kind or another before we can 
reach the right working basis again has 
been expressed. It would seem with 
the knowledge of conditions so general 
such a thing could and will be avoided. 

Spring work is starting here with a 
rush, and there is already developing a 
shortage of labor in many lines. Build- 
ing interests are pushing work as 
rapid'y as possible in order to accom- 
plish all possible before the advance in 
wages scheduled to take place here May 
1 in the building trades. This in effect 
advances the demand for finishing hard- 
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ware and adds to the present shortage 
in many lines. There is some specula- 
tion as to whether other manufacturers 
will follow the lead of Yale & Towne 
in discontinuing the practice of quoting 
on schedules of finishing hardware, a 
move that would throw the entire bur- 
den of price guarantee on the dealer, 
who in order to protect himself would 
have to increase his margin on the price 
to cover any possible advance before the 
goods were delivered. 

The amount of building here could 
easily be doubled if supplies could be 
obtained rapidly enough. Hardware is 
far from being the only item that is 
short for many kinds of lumber are 
practically off the market and will be 
for months to come. Sash and door 
factories are far behind on orders with 
no prospect of catching up, and their 
prices are advanced even more than in 
the hardware line. Hardwood lumber is 
almost impossible, both in price and 
supply. Collections are holding up to 
the high standard reached the first of 
the year, and the average merchant is 
more hopeful of a good season than a 
few weeks ago. 


Automobile Accessories.—The weath- 
er of the past week has done much to 
put the streets and roads in condition 
to use and many cars were out for their 
first trip of the season last Sunday. 
There is a corresponding increase in 
sales of auto accessories and tires and 
tubes. This season should be one of 
the best ever experienced in this line 
with so many new cars on the roads 
and every used car a live prospect for 
additional equipment. The steady ad- 
vance in the price of new cars should go 
far toward forcing into use the used 
cars all over the country, creating new 
business for the accessory dealer. 


Axes.—There is little of present in- 
terest in the market on axes, the price 
showing no change from former quota- 
tions. Dealers are ordering for Fall 
delivery where price guarantee makes it 
interesting. Deliveries are very slow 
from the mills. 


We quote from local jobbers’ stocks 


Single bit, base weights, axes at $16.50 
per doz.; double bit, base weights, axes 
it $21.50 per doz Sager S. B. handled, 
ixes at $23.50 per doz Hiawatha Boys 
handled, axes at $14.00 per doz ; 


Augers.—Sales of post-hole augers 
show some increase as from jobber to 
dealer, but retail sales are still light, 
for the frost is not well out of the 
ground here yet. Prices show no 


change. 
We quote from local jobber stocks 
Iwan post-hole Lugers, per cent 


Ferms at 25 per cent fron tandard lists 

Bolts.—There are new developments 
in this item, supply remaining about the 
same as before but with price advanc 
ing. Stocks are somewhat broken, as 
new stocks are slow in arriving. 

We quote from local jobbers stock 
Small size carriage bolt 20 per cent: large 
size carriage bolts, 15 per cent; small ma- 
chine bolts, 30 per cent; large machine 


bolts, 20 per cent stove 60 per cent; lag 


screw 10 per cent tire bolts, 45 per cent 
from standard lists 


Builders’ Hardware.—The shortage in 
this line cannot be relieved, we are ad 
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vised for months to come. Factories 
are practically sold out for at least the 
first half of the year, and some for 
nearly the rest of the year, according to 
the amount of material they have been 
fortunate enough to contract for. 
Prices show few changes the past week. 


Milk Cans.—The price still holds at 
the last quotation, and sales show little 
increase if any over those of a week 
ago. 


We quote from local jobbers stocks: 
Railroad, 5-gal. milk cans, $3.75 each; 
railroad, 8-gal. milk cans, $4.60 each; rail- 
road, 10-gal. milk cans, $4.90 each. 


Churns.—Sales in a retail way are 
still very light, and prices show no 
change from previous quotations. Some 
new stocks are moving from jobbers, 
but even this movement is slow as yet. 

We quote from local jobbers stocks: 
Belle brand churns at 50 per cent from 
lists. 

Door Checks.—Windy days of spring 
bring a good call for door checks and 
door check repairs. Prices are ho!ding 
steady and strong since the last ad- 
vance. 

We quote from local jobbers’ stocks 
Norton door checks at 10 per cent discount 
from lists. . 

Screen Doors and Windows.—Retail 
call has not begun to develop as yet but 
dealers are showing an interest in this 
line, with the expectation of early busi 
ness. Prices show no change from pre- 
vious quotation. 

We quote from local jobbers’ stocks: 
Common, 2-8 x 6-8 doors, $29.40 per doz.; 
fancy, 2-8 x 6-8 doors, $44.20 per doz.; 
Sherwood adjustable 24-in. window screens, 
$9 per doz.; Wabash extension 24-in. win- 
dow screens, $7.70 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—Prices are still holding at last 
quotation although a further advance 
might be expected with the condition 
of the galvanized sheets market. Stocks 
are low and badly broken, and new 
goods are slow in arriving. 

We quote from locadi jobbers’ stocks: 
Kaves trough, 28 gal. lap joint S. B. 5-in., 
$7 per 100 ft.; conductor pipe, 28 gal., 
3-in., $7.13 per 100 ft.; conductor elbows, 
3-in., $1.87 per doz. 


Files.—There is nothing new to re- 
port in the file market, prices and sup- 
ply still being at the same levels as 
before. New goods are hard to obtain 
and very slow in arriving. 

We quote from local jobbers’ stocks: 
tiverside, 50, 10, 5 per cent; Nicholson, 50, 
10 per cent; Arcade, 60 per cent from 
standard lists. 

Freezers.—Sales in both retail and 
wholesale lines are slow so far, and 
prices show no change, since the last 
revision was noted in these columns. 

We quote from local jobbers’ stocks: 
White Mountain freezers, each: 1-qt., 
$2.90; 2-qt., $3.20; 3-qt., $4.05; 4-qt., $4.95; 
6-qt., $6.25; 8-qt., $8.10. 

Galvanized Ware.—It seems most 
probable that an upward revision of 
prices will occur in this line as sheets 
have suffered further advances. Local 
prices do not show the. change so far, 
quotations in the main remaining where 
they were before. Stocks are low and 
badly assorted. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $12 per 
doz.; Standard No. 2 galvanized tubs, $13.50 
per doz.; Standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy galvanized No. 1 
tubs, $20.50 per doz.; heavy galvanized No. 
2 tubs, $22 per doz.; heavy galvanized No 


3 tubs, $23.50 per doz.; standard 10-at. 
galvanized pails, $4.20 per doz.; standard 
12-qt. galvanized pails, $4.60 per doz.; 
standard 14-qt. galvanized pails, $5.20 per 
doz.; stock pails, 16-qt.; $7.80 per doz.; 
stock pails, 18-qt., 99.15 per doz. 

Glass and Putty.—There is a growing 
demand for glass in the local market 
but so far prices have not changed. 
Plate glass is almost out of reach both 
in price and material. Two severe wind 
storms through the cities lately have 
broken a large amount of plate and 
increasing the shortage along this line. 
Prices on window glass have not 
changed. 


We quote from local jobbers’ stocks: 
Single strength ‘“‘A’’ grade glass, 76 per 
cent; double strength “A” grade glass, 78 
per cent; commercial glass putty in blad- 
ders, $5.15 per cwt. 

Hose.—The demand for this line of 
goods seems to be developing very early 
this. year, possibly due to the contractor 
purchasing for his Spring requirements. 
Prices show no change. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 
5-ply, %-in., 12%c. per ft.; cotton, %-in., 
13c. per ft. 

Lanterns.—Jobbers are still booking 
orders for Fall delivery of this line and 
dealers who fail to take into considera- 
tion the shortage of goods are liable 
to find their requirements in the Fall 
hard to obtain, if they wait till then to 
place their orders. Local prices have 
not changed. 

We quote from local jobbers’ stocks: 
Tubular, long globe lanterns, $11.75 per 
doz.; tubular, short globe lanterns, $11.75 
per doz.; tubular, dash globe lanterns, 
$16.00 per doz.; Dietz D-Lite, short globe, 
$13.00 per doz.; Dietz Wizard, short globe, 
$13.00 per doz.; Dietz Victor, $8.50 per 
doz.; Dietz Union Driving, $35.90 per doz. 

Mowers.—Dealers are beginning to 
put out their samples in this line, al- 
though there is no retail call yet. 
Prices are still as last quoted. 


We quote from local jobbers’ stocks: 
Philadelphia, styles C and E, 25 per cent; 
style A, 20 per cent; style K, 25 per cent; 
Riverside ball bearing, $7.40 each, net. 

Nails.—Another advance has been 
made in the base price of standard wire 
nails amounting to 20 cents per keg. It 
is understood that coated nails are not 
affected in the change. 
low .as ever without much chance of 
being improved for any increase in mill 
production will be quickly absorbed by 
the increase in consumption. 


We quote from local jobbers’ stocks: 
Standard wire nails, $4.45 per keg base; 
coated wire nails, $5.50 per keg base. 


Netting.—The market on poultry net- 
ting is opening up here very well, with 
the prospect of a shortage before the 
season is long under way. Prices are 
higher than last Fall’s quotations. 

We quote from local jobbers’ stocks: 
Poultry netting at — per cent from stand- 
ard lists. 

Paper.—The paper situation here is 
no easier than it has been for the past 
few weeks. The shortage of rosin 
papers is hampering sales to a great 
extent and adding to the difficulty the 
builders are having in carrying on their 
work. Prices have not changed. 

We quote from local jobbers’ stocks: 
Barrets No. 2 tarred felt, $5.05 per cwt.; 
Barrets threaded felt, 500-ft. rolls, —— per 
roll; Slaters felt, No. 20 red rosin, 97c. 
per roll; Slaters felt, No. 25 red rosin, 
$1.20 per roll; Slaters felt, No. 30 red rosin, 
$1.45 per roll. 


Stocks are as’ 
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Planters.—Since the advance noted a 
week ago there is no further change 
in price. Sales are beginning in a re 
tail way now but are very light as yet 


We quote from local jobbers’ stock: 
Acme corn planters, 910.50 per doz.; Acm 


potato planters, $10.75 per doz. 

Registers.—Sales are running rather 
low now, new building taking the most 
of the goods sold in this line. The dif- 
ficulty in obtaining radiators has caused 
many new houses to be equipped with 
hot air heating plants, and so increas- 
ing sales of registers. Prices show no 
change. 

We quote from local jobbers’ stocks 
Registers at 20 per cent to 30 per cent 
from standard lists. 

Rope.—Sales show quite an improve- 
ment in the past week or so, with the 
start of Spring building. The price 
advance noted two weeks ago has been 
very generally put into effect. Factory 
shipments are still far behind the de- 
mand. 


We quote from local jobbers’ stocks 
Columbian manila rope, 29c. per lb. base; 
Columbian sisal rope, 20c. per Ib. base; 
standard cotton rope, 60c. per Ib. base; 
Swede iron rope, 5 per cent discount; 
crucible wire rope, 22% per cent discount 

Sand Paper.—Sales still run high and 
mill shipments are far below the 
amount needed to fill orders. Prices 
show no change. 


We quote from local jobbers’ stocks 
3est grade No. 1, per ream, $6; second 
grade No. 1, per ream, $5.40; garnet No. 1, 
per ream, $15. 


Sash Cord.—There is nothing new in 
the situation on sash cord, the mills still 
being unable to catch up with the de- 
mand. Prices are holding as last 
quoted. 


We quote from local jobbers’ stocks 
Silver Lake cord, $1.17 per lb. base; braided 
cotton, 88c. per Ib. base. 


Sash Weights.—There is no relief 
from the shortage in this line and 
there is no prospect of any. Labor and 
materials are too scarce. Prices, how- 
ever, seem to have reached a point 
where they can. go no higher for the 
present. 


We quote from local jobbers’. stocks 
Sash weights in regular sizes, $4 per 


100 Ib. 

Steel Sheets.—The price advance 
noted a week ago seems to be taken by 
the jobbers and prices are firm and 
steady. Stocks are still broken and 
low without any hope of early improve- 
ment. 

We quote from local jobbers’ stocks 
Black steel sheets at $9 per cwt. base; 
galvanized sheets at $10.50 per cwt. base 

Screws.—The advance made by the 
factories effective as of March 15 has 
not as yet been put into effect here by 
all the different jobbing interests, but 
undoubtedly will be in the coming week 
Stocks are badly assorted and low. 


We quote from local jobbers’ stoc} 
Flat head bright screws, 72% per cent a! 
5 per cent: round head blued screws, 
per cent; flat head japanned screws, ¢ 
per cent; flat head brass screws, 60 per 
cent; round head brass screws, 55 per cent 
from standard lists. 


Solder.—There is no further change 
in the price of this commodity and sale 
show some improvement. 

We quote from local jobbers’ stoc! 
Half and half solder, 42c. per Ib. 


Tacks.—It is still too soon to hav: 
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jobbing quotations changed in accord- 
ance with the factories announcement 
of a withdrawal of all prices in the tack 
line but it seems very probable that a 
higher price will soon be quoted. Mills 
are not desirous of new business at 
present. 


We quote from local jobbers’ stocks 


American cut, 8-0z., 82c. per doz.; tinned 
carpet, 8-0z., 85c. per doz.; blued carpet, 
§-oz., 70c. per doz.; double point, 11-0z., 
39%c. per Ib. 

Tin Plate-—There is no change in the 
market in tin, and the supply is still 
very low and poorly assorted. There is 
little chance for improvement with 
heavier work coming on rapidly. 

We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $17.65 per box, 
IC, 20 x 28, 8-lb., coating roofing tin, $17.30 
per box. 

Washers.—Market on washers still 
holds the same as for the past few 


weeks with demand growing. 


local jobbers’ stocks: 
washers, $8.65 per 
l-in. washers, $8.25 


We quote from 
Wrought steel, %-in. 
cwt.; wrought steel, 
per cwt. 

Wire Cloth.—There is apparently no 
relief in view for the shortage of this 
item, and dealers who were fortunate 
enough to secure their supply before 
the factories ceased taking orders are 
fortunate. Local jobbers’ prices remain 
the same as last quoted. 

We quote from local jobbers’ stocks: 
slack, 12 x 12 mesh wire cloth, $2.35 per 
100 sq. ft.; alumina, 12 x 12, mesh wire 
cloth, $2.75 per 100 sq. ft. 

Wheelbarrows.—The Spring quota- 
tions are considerably higher than they 
were last Fall, with the call for the line 
much heavier than might be expected. 


We quote from local jobbers’ stocks 
Fully bolted wheelbarrows, 956 per doz.; 
tubular steel wheelbarrows, $9.15 each; 
garden, wood wheelbarrows, $81 per doz., 


or $7 each 


CLEVELAND 


of HARDWARE AGE, 
Cleveland, April 5 


Office 


UYING of spring goods has started 

in with arush in this city and the 
retail trade is doing a very heavy vol- 
ume of business in about all lines. Some 
of the retailers report that their March 
sales broke all records. The supply of 
merchandise has improved somewhat, 
and retailers are getting their stocks 
filled up. However, the railroad sit- 
uation is still bad and some goods are 
being delayed for a long time in transit, 
particularly from New England. Job- 
bers are getting a large volume of or- 
ders for staple merchandise for early 
shipment, but future business has 
dropped off somewhat owing to the fact 
that the trade generally has placed or- 
ders for fall goods. Some fall lines, 
such as roasters and food choppers, are 
now moving well. Shipments of spring 
goods are going out in large volume 
from jobbing houses and the trade will 
probably be well taken care of, al- 
though there is a scarcity at present of 
wire cloth, and some manufacturers of 
lawn mowers are far behind on deliv- 
eries. A heavy demand from jobbing 
houses has sprung up for yard or or- 
namental fencing and flower guards. 
There is still a fair demand for gar- 
len tools, although the trade, general- 
ly, placed orders some time ago. Price 
advances are not as numerous as they 
have been, although a number of lines 
of merchandise were marked up during 
the week. 

There are two conspicuous factors in 
the building field in this city at present. 
One is the high cost of building, which 
has resulted in the holding up of sev- 
eral large building projects, including 
theaters and office buildings, and the 
other is the demand for new houses to 
supply the existing shortage and to of- 
fer a possible relief from the present 
high rents. The high cost of building, 
due to labor and material costs, is not 
affecting the building of houses, and a 
large amount of building work in the 


way of residences and apartment houses 
is under way. The housing problem 
has been taken up in a number of 
northern Ohio cities, where the situa- 
tion is more or less acute, and it is 
expected that the amount of new build- 
ing this year will be unprecedented. 
3uilders’ hardware is still scarce and 
it is expected that, with the heavy de- 
mand, the acute shortage in nails will 
continue for some time. 


Automobile Tires and Accessories.— 
The demand for tires and practically all 
lines of automobile accessories shows a 
marked improvement with the arrival of 
spring weather. Retailers are placing 
good stock orders and report a very 
satisfactory volume of retail sales. Job- 
bers have good stocks of both tires and 
accessories and can make prompt deliv- 
eries. Prices are unchanged. 

Jobbers quote Champion X spark plugs 
at 59c. each for lots of less than 100 and 
54c. for lots over 100. 

Bicycles.—The demand for bicycles 
continues very heavy. Retailers are 
making a good volume of sales and job- 
bers and manufacturers are still book- 
ing a good many orders. The supply is 
fairly plentiful, but shipments are a 
little slow. 


Binder Twine.—A large volume of 
business is being taken in binder twine 
at the recent price advance to 15c. per 
lb., f.o.b. mill, for best grades and 
15%c. for shipment from stock. 


Blow Torches.—A price advance of 10 
per cent has been made on Clayton & 
Lambert blow torches. 


Box Strapping.—A price advance of 
10 per cent has been made on embossed 
steel box strapping. 

Builders’ Hardware.—The demand 
for builders’ hardware is very heavy. A 
large amount of building work was 


started late in the fall and is now ap- 
proaching completion, and has caused 
this early spring demand for hardware. 
Shipments 


from manufacturers are 
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coming slowly and stocks generally are 
low. 


Carpet Sweepers.—A price advance 
of about 10 per cent has been made on 
the Bissell line of carpet sweepers. 


Jobbers Grand Rapids 


Veepers at 


quote No yA 
$53 per doz 
Curry Combs.—A price advance of 10 

per cent has been made on curry combs. 


Drills.—The Miller Falls Co. has 
made a price advance of 10 per cent on 
breast drills and hand drills. The de- 


mand for these goods is active. 


Electric Lamps.—Prices on Mazda 
lamps were advanced April 1 5c. on the 
popular sizes and 10c. on some of the 
larger sizes. Retail prices now are 40c. 
each for 10 to 50 watt and 45c. for 60 
watt. 


Fry Pans.—A price advance of 15 per 
cent has been bade on the Acme line of 
fry pans. Jobbers quote No. 3 fry pans 
at $4 per dozen. 


Galvanized Ware.—Shipments of gal- 
vanized ware are slow owing to delays 
in railroad transportation and stocks 
are rather low. The demand is fairly 
heavy. 


Game Traps.—The trade is largely 
under cover for game traps for fall de- 
livery and sales are not as heavy as 
they have been. Prices are unchanged. 


Jobbers quote traps as follows: No. 1 
Victor trap, $2.01 per doz.; No. 1% Victor, 
$3.05; No. 1 Jump trap, $2.75: No. 1% 


Jump, $4.12 


Garden Tools.—Jobbers are now ship- 
p-ng out garden tools for the spring 
trade and have good stocks, as manu- 
facturers are in fair shape on deliv- 
eries. It is a little early yet for much 
demand from retail trade, but retailers 
are looking for a good volume of 
spring business. 


Grass Catchers.—A price advance of 
10 per cent has been made on grass 
catchers. 

Grind Stones.—The Cleveland Stone 
Co. has made an advance of 10 per cent 
on grind stones. The demand is steady. 


Jobbers quote No 2 
stones at $5.90 each out 


Sampson 
of stock. 


grind 


Lawn Mowers.—Shipments of lawn 
mowers are coming very slowly from 
some manufacturers as production has 
been delayed by inability to get cast- 
ings. However, some of the jobbers 
have good stocks. 


Nails and Wire.—The demand for 
nails is very heavy and deliveries show 
no improvement. There seems to be a 
little indication that the supply will be 
more plentiful for some months. One 
Pittsburgh mill which is able to make 
early shipment, has advanced its price 
on nails from $4.25 to $4.75 per keg. 
However, local jobbers are depending 
almost wholly for their supplies upon 
the leading interest which has not ad- 
vanced prices and the maximum ware- 
house price is still $4 per keg. Jobbers’ 
minimum prices for less than carload 
lots are as follows: 
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Wire nails, $3.75 per keg; No. 9 galvan- 
ized wire, $4.20 per 100 lb.; No. 9 annealed 
wire, $3.50 per 100 lb.; cement-coated nails, 


$3.35 per 100 Ib. 
Padlocks.—The Eagle Padlock Co. 
has made a price advance of 10 per cent 


on padlocks. 


Plumbers’ Goods.—There is a heavy 
demand for all lines of plumbing sup- 
plies and the shortage is as acute as 
ever. Some of the jobbers have no tubs, 
lavatories, or sinks in stock and have 
ceased taking orders. A 5 per cent ad- 
vance has been made on Vitreous china 
closets. Other prices are unchanged. 

Poultry Netting and Wire Cloth.— 
Shipments of poultry netting and wire 
cloth by manufacturers are very slow 
and jobbers have practically cleaned out 
their stocks in filling spring orders. 
Some of the retailers have not yet re- 
ceived shipments on orders placed some 
time ago and, as the spring buying 
movement has started, they are rapidly 
cleaning out their old stocks. Retailers 
who have attempted during the past 
few days to place orders for black wire 
cloth find that none is to be had at 
the Cleveland jobbing houses. 


Some jobbers have advanced wire cloth 
prices. We quote from jobbers’ stocks: 
Poultry netting, galvanized after weaving, 
40 per cent off list; wire cloth $2.50 per 
100 sq. ft. for 12 mesh black and $3 for 
galvanized. 


Roller Skates.—There has been a 
heavy demand for roller skates for sev- 
eral weeks and this continues. The sup- 
ply has become very scarce and job- 
bers stocks are about cleaned out. 

Rope.—Rope continues in good de- 
mand at the recent price advance. 


Jobbers quote best grades rope at 27%c 
per lb. base from mill and 2c. from siock 


Rubber Roofing.—The demand for 
rubber roofing has increased with the 
arrival of spring. Jobbers have good 
stocks with the exception of slate and 
felt roofing. Prices are firm and manu- 
facturers are taking orders only subject 


to prices prevailing at time of shipment. 


Jobbers quote rubber roofing as follows: 
Second grade, light weight, $2.10 per roll; 
medium, $2.55 per roll; heavy, $3 per roll. 
Best grade, light weight, $2.35 per roll; 
medium, $2.75 per roll; heavy, $3.20 per 
roll; slate surface roofing $3.40 per roll. 

Sash Weights.—The demand for sash 
weights continued heavy. Prices have 
not been changed for sometime. 

per 


Jobbers quote sash weights at $67 
ton for shipment from foundry and $72.75 
for shipment from stock. 


Screws.—There is no change in the 
wood screw situation. The demand is 
heavy and stocks are in fair shape. 

We local jobbers’ stocks: 
Flat screws, 75 per cent: 
round head blue, 72% and 10; fiat head 
japanned, 60, 10. 10 and 10; round head 
nickel, 60, 10 and 5, flat head brass, 60 
and 10. 

Steel Sheets.—Shipments of sheets 
show no improvement. Jobbers are get- 
ting deliveries in limited quantities at 
prices prevailing at time orders were 
taken but are compelled to pay high 
premiums when they place current 
orders for early delivery. The demand 
is far in excess of the supply. 


7.25c. 


quote from 
head _ bright 


Jobbers quote sheets at for black 


and 8.50c. for galvanized. 
Stepladders.—Recent price advances 

have had little effect upon the demand 

for stepladders which continues active. 


Jobbers quote 6 ft. full rodded ladders at 
52c. per ft. from stock or $3.1: An ad- 
vance of 4c. per ft. has been made on 
extension ladders. 


Wheelbarrows.—A price advance of 
20 per cent has been made on wood 
wheelbarrows. The demand is quite 
heavy and the supply at present is in- 
adequate. 


Jobbers quote common 
wheelbarrows at $42 per doz. 


Wood Bowls.—A price advance of 10 
per cent has been made on wood bowls. 

Wood Handles.— Wood handles, which 
have been scarce for a long while, are 
now fairly plentiful. Jobbers have good 
stocks and report an active demand. 


bolted wood 


PITTSBURGH 


Office of HARDWARE AGE 
Pittsburgh, April 3, 1920. 


6 tap-weee are encouraging signs that 
the troubles under which the steel 
been operating 
months past have started to disappear, 
and more encouraging reports were 
given out in the past week as to oper- 
ating conditions, than at any time since 


trade has for some 


last fall. The shortage in supply of 
cars is getting better, due to the fact 
that the pleasant weather af the past 
three weeks has greatly aided the rail- 
roads in moving cars more promptly, 
and also because hundreds of cars sent 
West in the winter months, loaded with 
coal and other products, are being re- 
turned and are in local use. The large 
steel companies also report that labor 
of all kinds is showing more efficiency, 
and with better movement of materials 
in and out of the steel works, consumers 
are getting quicker deliveries than for 
a long time. The figures on output of 
pig iron and steel, also on finished steel 


products in March, when issued, will 
show a very large increase over Feb- 
ruary. Production of semi-finished steel 
and finished steel products in mills in 
the Pittsburgh and Youngstown dis- 
tricts is estimated at 90 per cent, the 
largest output in many weeks. 

On April 1, the Government gave up 
control of prices on coal and coke, and al- 
ready there have been sales of blast fur- 
nace coke at as high as $10 per ton at 
oven, and reports are that $12 has been 
done. This means that it will cost more 
to make pig iron and some producers are 
predicting that prices of pig iron may 
be higher in the near future. If this 
proves true, a general advance in prices 
of semi-finished steel and finished steel 
may be looked for as a natural result. 
Some independent steel companies are 
starting to open their books for orders 
for third quarter delivery, and the 
chances are that some finished steel 
products for that delivery will be sold 
at slightly lower prices than are ruling 


Hardware Age 


now. It is very evident that the wide 
gap in prices on finished steel as named 
for more than a year by the subsidiaries 
of the U. S. Steel Corporation, and the 
prices quoted for some months by nearly 
all the independent steel companies, wil! 
be considerably narrowed in the next 
two or three months. Increased pro- 
duction of steel, and quicker deliveries 
by the railroads, are two thing that 
will bring about this result very quickly. 
The railroads have new inquiries in 
the market for 6000 cars, and the 
West Virginia railroad has placed 1000 
steel hopper cars, 120 tons capacity 
each, with the Pressed Steel Car Co. of 
this city. The demand for structural 
steel is quite active, the largest job in 
sight being that of a bridge for the 
Southern Railway at Cincinnati, 14,000 
tons. There is a continued shortage in 
the supply of sheets, and a leading 
interest is making plans to allocate its 
output of sheets for second half of the 
year at prices to be fixed later. Auto- 
mobile builders continue to pay very 
high prices for sheets for automobile 
bodies, mud guards, and other parts, 
and it is said one maker recently paid 
16c. per lb. for about 300 tons for 
prompt shipment. 

Jobbers and retailers of hardware re- 
port the present volume of business as 
quite heavy, and say their chief trouble, 
and this has existed for a long time, 
is to get goods. Shipments by the 
railroads are held up for weeks at a 
time, and very often stocks of certain 
goods are entirely depleted before 
shipments arrive. A local hardware 
dealer reports that a recent shipment 
to him of locks from Stamford, Conn., 
was three weeks on the’ way, while 
another lot of goods coming from 
Racine, Wis., was more than four weeks 
on the road. Season goods are moving 
out freely, the demand for garden 
tools, paints and other goods being very 
heavy. 

Automobile Accessories.—Jobbers and 
retailers report a new demand for auto- 
mobile accessories of all kinds as very 
active, and say the recent advance of 
10 to 15 per cent in tires has not cur- 
tailed demand in the slightest, which 
is quite heavy. There is also a good 
demand for tire chains, prices on cross 
chains having lately been reduced about 
25 per cent, while regular tire chains 
were reduced about the same amount. 
These reductions in prices were ex- 
pected by the trade, which has been 
carrying only fairly heavy stocks of 
tire chains for some time. 

Axes:—Dealers report the new de- 
mand for all grades of axes is quite 
active, prices ruling firm and likely to 
be higher in the near future. Jobbers 
now quote standard grades of single 
bitted axes at $17.20 and double bitted 
at $22.60 per dozen. 

Builders’ Hardware, — Nearly all 
makes of builders’ hardware have been 
advanced from 10 to 15 per cent, and 
deliveries from the manufacturers are 
very slow, owing to restricted output, 
and the long time required by the rail 
roads to move goods. Stocks of job 
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bers and retailers are only fairly heavy, 
and on some lines are nearly depleted. 

Bolts, Nuts and Rivets.—The new de- 
mand for nuts and bolts, also for rivets, 
is very heavy, and several local makers 
report their output as being practically 
sold up over second quarter, and they 
are not yet taking orders for third 
quarter, owing to the uncertainty of 
future costs. A local maker reports a 
sale of a car load of large structural 
rivets made last week at $4.50 per 100 
lb. f0.b. at maker’s works. Prices are 
reported as holding very firm. 


quarter most 
large lots to 


For delivery over second 
manufacturers are quoting in 
jobbers as follows: 

Large structural and ship rivets, $4.50 
base; large boiler rivets, $4.60 base; small 
rivets, 50 per cent off list. 

Small machine bolts, rolled threads, 40, 
10 and 5 per cent off list; same sizes in cut 
threads, 40 and 5 per cent off list; longer 
and larger sizes of machine bolts, 30 and 
i? per cent off list. 

Carriage bolts, % in. x 6 in.: 
and shorter, rolled threads, 40 
cent off list; cut threads, 30 and 10 
cent off list; longer and larger sizes, 30 
per cent off list. Lag bolts, 50 per cent off 
list. Plow bolts, Nos. 1, 2 and 8 head, 40 
per cent off list; other style heads, 20 per 
cent extra. 

Machine bolts, 
x 4 in.: Smaller and shorter, 35 * cent 
off list; longer and larger sizes, per 
cent off list. Hot pressed and cold pressed 
sq. or hex. blank 4 list; tapped 


Smaller 


and 5 per 
per 


e.p.c. and t. nuts, 3 in. 


nuts, 2c. off 
nuts, $1.75 off list. 

Semi-finished hex. 
A. E.: %-in. and larger, 60 and 5 per cent 
off list; 9/16-in. and smaller, 70 and 5 per 
cent off list; 9/16-in. and smaller, A.L.A.M. 
or S.A.E., 70, 10 and 5 per cent off list 

Stove bolts in packages, 70 and 10 per 
cent off list; stove bolts in bulk, 79, 10 and 
2\4%, per cent off list; tire bolts, 55 and 10 
per cent off list: track bolts, 6c. base. 

One cent per lb. extra for less than 200 
kegs. Rivets in 100-lb. kegs, 25c. exiva. 

All prices carry standard extras f.o.b 
Pittsburgh, 

Churns.—Dealers report the new de- 
mand fairly heavy and prices ruling 
firm. Jobbers’ prices on a standard 
make of 10-gal. churns is $3.15 each. 
Manufacturers are a good deal behind 
in deliveries, owing to a shortage of 
labor, and deliveries by the railroads 
are slow. 


Garden Hose.—The new demand is 
active, and standard makes of moulded 
hose in 500-ft. lengths are quoted at 
13c. to 15c. per ft. for % and % in. 
Seven ply hose, % in. in size, is quoted 
at 17c., and % in. at 18c. per ft. 

Garden Tools.—Jobbers and retailers 
report a very active demand for garden 
tools, and say these goods are moving 
out about. as fast as their stocks will 
permit, deliveries from the manufac- 
turers being very slow. Prices on all 
grades of garden tools range from 15 
to 25 per cent higher than last year. 


nuts, U. S. S. and 8. 


Lawn Mowers.—Jobbers and retailers 
report that lawn mowers of nearly all 
makes are very hard to obtain, makers 
being sold up for sometime ahead, and 
deliveries are slow. The Philadelphia 
Lawn Mower Co. reports that its en- 
tire output of lawn mowers for this 
year is sold up. 

The Colwell make of 
uoted as follows by jobbers: 12-in., $5.15; 
l4-in., $5.25; 16-in., $5.50. The Sunbeam 
make of mowers is quoted at $6.25 for 14- 
in., $6.45 for 16-in., and $6.75 for I8-in. at 
works. The Rajah make of lawn mowers 
is quoted by local jobbers as_ follows: 
16-in., $13.60; 18-in., $14.85; 20-in., $16.10. 
he demand for lawn mowers is active, and 
prices are expected to be higher in the 
near future. 


lawn mowers is 


Locks.—The Eagle Lock Co., Miller 
Lock Co., Corbin Cabinet Lock Co., and 
Yale and Towne Mfg. Co., all announce 
a general advance in prices of 10 per 
cent on all grades of locks. All the 
makers of locks are sold up for some 
time ahead, and deliveries are slow, ow- 
ing to shortage of steel and labor, and 
the long time required by railroads in 
shipments. 

Sheets.—The car supply is reported 
better, and the heavy stocks of sheets 
piled in warehouses of the mills are 
gradually being reduced. Steel sheets 
for automobile purposes are in abnor- 
mal demand, and continue to bring very 
high prices. Recent sales of automobile 
sheets have been made at prices rang- 
ing from 12c. to 15c. at mill, or higher. 
Output of sheets in March was larger 
than in February, and if production con- 
tinues to increase, the acute shortage 
in supply, that has existed for so long, 
will soon be relieved to some extent. 
In carloads and larger lots prices rule 
about as follows: 

No. 28 gage box annealed, one-pass black 
sheets at 4.35c. to 6.50c.; No. 28 galvanized, 
5.70¢c. to 8.50c., and Nos. 9 and 10 blue an- 
nealed at 3.55¢c. to 6¢., the lower prices 
named being the March 21 schedules, which 
are still named by the leading interest, 
while the higher prices represent a_ fair 
range of quotations by the independent 
mills. 

Shovels.—Effective March 20, prices 
on all makes of shovels were advanced 
by leading makers from 15 to 20 per 
cent. Jobbers’ prices on high grade 
shovels are now about $18.50 per dozen, 
medium grades $16.20 per dozen, and 
high grade spades $18.50 per dozen. 
Best grades of coal shovels are held by 
jobbers at $18.50 per dozen. The com- 
plete settlement of the wage scale with 
the coal miners, who secured an ad- 
vance of 27 per cent, effective from 
April 1, means there will be no cessa- 
tion of work in the coal mines, and the 
demand for shovels for coal mining 
purposes is likely to continue very 
heavy. 

Iron and Steel Bars.—There is no 
falling off whatever in the new demand 
for either iron or steel bars, mills being 
sold up for months ahead, while it is 
stated that the Carnegie Steel Co. and 
Jones & Laughlin Steel Co. are practi- 
cally sold up over all of this year. In 
carloads and larger lots prices rule 
about as follows: 

Steel bars rolled 
this being the price of 
Co. for very indefinite delivery, likely not 
before first quarter of next year. Othe! 
mills rolling steel bars from billets quote 
from 3c. to 4c. at mill, prices depending 
entirely on the buyer and the delivery 
wanted. The demand for concrete reinforc- 
ing steel bars is fairly active and we quote 
these, when rolled from billets, at 4c. to 
4.25¢c., and from old steel rails at about 
3.50c. at mill. We quote common iron bars 
at 4.25¢c. to 4.50¢., and refined iron bars 
4.50c. to 5e. in carloads, f.o.b. mill, Pitts- 
burgh. 

Tin Roofing.—Local master tinners 
have given their men another advance 
in wages of 10c. per hr., making the 
rate 80c. per hr. for an 8-hr. day. 
There is plenty of work going in this 
district, and all the tin shops report 
they are quite busy. 

Tin Plate—A few makers are ac- 
cepting contracts for tin plate in urgent 


from billets at 2.35c., 
the Carnegie Steel 
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cases for delivery in second half of the 
year, prices to be those that will be 
fixed later. One leading local maker of 
tin plate reports that nearly his entire 
output for second half of the year has 
been sold under this plan. The export 
demand for tin plate is heavy, and a 
local maker recently took a contract for 
50,000 boxes for export to Japan,, de- 
livery in November and December, at 
$12 per base box, at mill. 

We quote tin plate for domestic 
sumers and delivery in first half at $7 
base box, stock items $8.50 to $9, and 
export, $10.50 to $12 per base box, 
f.o.b. mill, Pittsburgh. 

Wire Products.—A local maker of 
wire nails last week advanced its prices 
75c. per keg, or from $4 to $4.75 base, 
per keg, at mill. It would not be sur- 
prising if several more independent 
makers of iron wire nails make the 
same advance in prices in the near 
future. The demand for wire products 
is abnormally heavy, and one local 
maker is about to allocate its output 
for third quarter among its general 
sales agents, and its product will no 
doubt be quickly taken up. The Ameri- 
can Steel & Wire Co. is again selling 
wire nails and all kinds of wire at the 
schedule of prices of March 21, 1919, 
and which are on the basis of $3.25 
base per keg for wire nails, and $3 base 
for plain annealed wire. In carloads 
and larger lots prices are ruling about 
as follows: 

Wire nails, $3.25 to $4.00 base 
galvanized, 1 in. and longer, including 
large-head barbed roofing nails, taking an 
advance over this price of 91.50 and shorter 
than 1 in., $2.00. Bright basic wire, $3.00 
to $3.50 per 100 Ib.; annealed fence wire, 
Nos. 6 to 9, $3.00 to $3.50; galvanized wire, 
$3.70 to $3.95; galvanized barbed wire and 
fence stapies, $4.10 to $4.45; painted barbed 
wire, $3.40 to $3.75; polished fence staples, 
$3.40 to $4.50; cement-coated nails, per 
count keg, $2.85 to $3.75; these prices be- 
ing subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days 
discounts on woven-wire fencing are 60 
per cent off list for carload lots, 59 per 
cent for 1000-rod lots, and 58 per cent off 
for small lots, f.o.b. Pittsburgh 
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New York Cutlery 
Market 


Office of 


HARDWARE AGE, 
York, April 5, 1920. 
4 pa is no change in the local 

cutlery market. The shortage in 
nearly all items is very acutely felt 
by both dealers and jobbers, and it is 
said to be doubtful if any material re- 
lief can be expected for several more 
months. In this connection a report 
given out recently by the American 
Cutlery Bureau of Information is in- 
teresting. 

“By installing high-class machinery 
and improving the working methods of 
the industry it has become possible,” 
the report says, “to increase the total 
production of cutlery until it is now 
four times as large as during the year 
1914.” Moreover, the report states, 
“it is estimated that the United States 
produce to-day cutlery valued at $105,- 
000,000 every year.” The report also 
mentions the fact that there are 25,- 
000 men employed in the cutlery in- 
dustry and that $35,000,000 approxi- 
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mately are disbursed to-day by the 
American cutlery industry for wages 
alone,” which, it is stated, are “now 
double of. what they used to be before 
the war.” 

Loca] jobbing quotations in this sec- 
tion are as follows: 

Jack Knives.—There is a very large de- 
mand for both jack and pen knives, and 
jobbers find it almost impossible to satisfy 
dealers’ orders because of limited stocks 
on hand and the difficulty of getting addi- 
tional supplies 

Standard American 2-bladed jack knife, 
34%-in. length, stag handles, brass lined, 
electro silver shield, 2 steel bolsters, no 
cap, $11.50 per doz., with a discount of 5 
per cent for dozen lots or more. American 
jack knife, 2% in. long, stag handle, elec- 
tro silver bolsters and shield, brass lined, 
1 pen blade and 1 large clip, polished blade, 
$12.50 per doz., 5 per cent discount box lots. 

Boy Scout Knves.—Standard pattern, 
stag handles, brass lined, electro. silver 
shield and shackle, contains punch, can 
opener, cap lifter, screw driver and 1 large 
polished blade, 3% in. long, $19.00 per doz., 
with a discount of 5 per cent for box lots. 

Pen Knives.—learl handle, 2-bladed pen 
knife, 3% in. long, German silver shield, 
brass lined, $22 per doz. Pearl handle, 4- 
bladed pen knife, German silver tips, 
brass lined, German silver shield, 1 large 
blade, 2 small pen blades, 1 nail file, $30 
per doz. 

Butcher Knives.—Crucible steel blade, 
extra finish, cocobolo handle, 3 brass rivets 
and burrs; 6-in., $4 per doz.; 7-in., $5 per 
doz.; 8-in., $6 per doz. High-grade steel 
blade, scale tang, beech handle, 6-in., $2.75 
per doz.; 7-in., $3.50 per doz.; 8-in., $4 
per doz.; 10-in., $7 per doz. 

Kitchen Knives.—Tempered steel blades, 
full polished, assorted styles, with enameled 
handles, 91 per doz Forged steel blades, 
assorted styles, ebonized handles, $1.20 per 
doz.: crucible steel blades, 34%4-in., assorted 
cocobolo boxwood and ebony handles, brass 
rivets and burrs, $2.75 per doz. 

Trimmers. — Japanned handles, 6-in., 
$11.58 per doz.; 8-in., $14.53 per doz.; 10- 
in., $22.37 per doz. Nickel-plated trim- 
mers, No. 136, 6-in., $13.58 per doz.; No, 
138, 8-in., $17.16 per doz.; No. 130, 10-in., 
$26.63 per doz. 

Manicure Scissors.—No. 573%, $17.20 per 
doz.: No. 574%, $18.15 per doz. 

Nall Sc’ssors.—No. 6631, $17.20 per doz 

Ladies’ Oval Pattern Scissors.—Three-in., 
$11.17 per doz.; 5-in., $13.17 per doz.; 6-in., 
$14.63 per doz. 

Flat Pattern Ladies’ Scissors.—Five-in., 
912.63 per doz.; 6-in., $13.58 per doz. 

Pocket Scissors.—Three and one-half in., 
$12.10 per doz.; 4-in., $12.63 per doz. 

Carving Sets.—Set consisting of knife, 
fork and steel, 8-in. forged steel blade, pol- 
ished stag handle, $3.25 per set. Three- 
piece set, 8-in., forged steel blade, genuine 
stag handles, sterling silver ferrules, $5.35 
per set. Three-piece set, 9-in., forged steel 
blade, genuine stag, fancy sterling silver 
bolster, $7 per set. 

Table Knives and Forks.—Tempered steel 
blades, full tang, 3 rivets, no bolster, white 
bone handle, 4 prongs, $1.90 per doz, pieces. 
Polished tempered steel blade, metal cap 
and bolster, ebony handle, 4-pronged fork, 
3.25 per doz. pieces. Forged steel blade, 
celluloid handle, solid bolster highly pol- 
ished, $6.25 per doz. pieces. 

Razors.—Old style open blade type, with 
rubber handles, full hollow ground, %-in., 
%-in., %-in., $21 per doz. Three-quarter 
hollow ground, %-in., %-in., %-in., $18 
per doz. Half hollow ground, %-in., %-in., 
%-in., $14 per doz. 

Paper Hangers’ Knives.—Forged steel 
blade, 3% in. long, 1% in. wide, polished 
maple handle, 1 doz. in box; round, $4.37 
per doz.; square, same, $4.37 per doz 
Forged steel blade, taper rolled, 3% in 
long, 1% in. wide, square point, polished 
maple handle, $5.70 per doz. 

Putty Knives.—Polished steel blade, 1% 
in.. brass ferrule, stained cherry handle, 1 
doz. in box, 91 per doz. Forged steel blade, 
tempered, cocobolo handle, 3 rivets in han- 
die, metal bolster, stiff blade, 1% in. long, 
$5.20 per doz.; 2-in. blade, $7.15 per doz. 
Flexible handle, 1% in. long, $5.85 per doz.; 
2-in. blade, $7.80 per doz. 

Scrapin Knivés.—Saw steel blade, 3% 
in. long, rivets, hardwood handles, $1.10 
per doz. Scraping knives, forged steel 
blade, cocobolo handle, lap bolster, riveted, 
warranted, 3-in. blade, $9.20 per doz.; 4-in. 
blade, $12.08 per doz. 


Power Washing Machines 
Make Profitable Line 
(Continued from page 98) 


ing machines, and also for use in a 
follow-up system, the aim of which 
is to keep the washer customer satis- 
fied. 


Cashing In on the Canvasser 


The Kelley Hardware Company 
uses canvassers to build electric 
washing machine business. Each 
of these canvassers carries a supply 
of prospect cards, which he fills out 
and turns in for filing and follow- 
up. If the prospect is sold a ma- 
chine within 30 days the canvasser 
gets credit for the sale. There are 
seven canvassers on the Kelley staff, 
2ll making good, yet more washers 
are sold off the salesroom floor than 
are disposed of by these field men. 

The Kelley Hardware Company 
works on the theory that the big ele- 
ment in the sale of an electric washer 
is to get the machine into the home, 
making the actual sale after a demon- 
stration has been staged. 


Keeping the Washer Customers Satis- 
fied 

The Kelley firm does not consider 

a sale closed until the. customer is 


fully satisfied with his purchase.. 


With this end in view the firm em- 
ploys a man who does nothing but 
answer repair calls. He drives a 
Ford car and carries with him a full 
equipment of tools necessary for 
making washer repairs and adjust- 
ments. Shortly after the sale is 
made a questionnaire is sent with 
the following letter: 

Under the 3-Year Service Policy we 
have adopted, it is our desire to get a 
report of the condition of each appli- 
ance you have which is cévered by our 
Policy enclosed. If any of them are 
not working just right, or you have any 
complaint to make of our service, give 
us the facts at this time, and we will do 
our best to make things right for you. 
Please fill in the proper spaces below. 

Yours very truly, 
CHAS. E. DAHLQUIST, 
Manager, Service Division. 
Your Name 
Address 
Telephones: 
1. Do your clothes wear longer when 
washed in the electric washer, as 
_ compared with other methods? 

Do you use it to wash your fine lin- 

gerie? Lace curtains? Dark 

clothes? Blankets? 

Is there any kind of clothing you do 

not wash in this machine? 


What kind? 
If so, why? 


Hardware Age 


Do you get good results washing 
shirts, particularly collar bands and 
cuffs? j 

5. Are there any adjustments needed 
to make it operate better? 
Is there anything about its operation 
you do not understand? 

. What are its features you like best? 


When any complaints or near-com- 
plaints appear on the returned ques- 
tionnaire, the trouble man gets on 
the job immediately and sticks there 
until the difficulty is overcome. 

A study of their system may add 
impetus to your power washer sales. 


Getting the “ Little 
Red Wagon” Business 


(Continued from page 106) 


see that you have an experienced 
boy and a perfect cart ready to carry 
off the first honors. 

Keep a list of the children in town. 
Get it from the birth lists if you 
like, and just as fast as the children 
become old enough to make use of a 
little wagon, begin to send advertis- 
ing to their parents. Plenty of 
fathers are going to be proud to 
take home a first toy wagon to the 
boy and they will anxiously look 
forward to the day when that boy 
will be old enough to use a wagon. 


Don’t Forget the Health Idea 


In your advertising, picture the 
healthfulness of the outdoor life and 
the pleasure the children get out of 
a plaything that gives them some- 
thing to do outside. It is sometimes 
hard to get the children to stay out- 
side and play and a wagon is one of 
the best outdoor interests. Such an 
ad as might prove of interest to 
parents is shown herewith. 

There is an economic side too to 
this toy wagon proposition and you 
can emphasize the fact that an in- 
dustrious boy can earn money with 
his cart. Get his parents interested 
in giving him a means of showing 
his business inclination. Suggest 
that there is always something to be 
carried, some errands to be done that 
a small boy can do with a cart. 

Many a boy has got the right kind 
of a start toward money making 
plans and a business career by be- 
ing able with the help of a cart to 
earn money and to acquire a knowl- 
edge of its value. 

The “little red wagon” as a boys’ 
amusement help is really ideal. It 
has pretty nearly all the arguments 
in its favor and none against it and 
the great wonder is that the hard 
ware merchants carrying the line 
have hitherto taken so little pains ‘0 
capitalize their opportunities. 
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This is the fourth advertisement 
in the big McKinney Campaign 
It appears in the April 3rd issue 
of The Saturday Evening Post and 
jae , the April roth issue of The Liter 
Phe, Development ary Digest. In these two far 


aw oS Pala Bh 6 a el ane reaching publications it will carry 
of SA I kK I y and HINGES the story of McKinney Hinges 
and Butts to more than 9,000, 

pon bowel op ooo readers and prospective cus 
tomers. At the same time other 
full page advertisements are ap 
pearing in Architects’ and Build 
ers’ Magazines All these ad- 
vertisements are planned to im 
press the name “McKinney” 
upon the minds of hinge users. 
You can make them work for 


you, Talk Mc Kinney! 











MCKINNEY 
Hinges and Butts 


MeKINNEY MANUFACTURING CO., Parebargh esern Office, Stare 




















The Standard Hinge 


This far reaching McKinney Advertising McKinney Products have been on the 
Campaign is making a nation realize more market for fifty years. ‘They have set a 
and more the importance of Hinges. ‘This standard. Now this McKinney Adver- 
realization has resulted in a greater demand tising is impressing the importance of this 
for standard Hinges—those stamped with standard on your customers. Establish 
the name McKinney. You, as a dealer, your store as McKinney Headquaiters! 
should profit by this wide hinge publicity— Be sure your customers know you handle 


Talk McKinney! the McKinney line! 


McKINNEY MANUFACTURING CO., Pittsburgh. WESTERN OFFICE, State-Lake Bldg., Chicago, 
Export Representation. 


Also manufacturers of C 
McKinney garage and 
farm building door- 


hardware, furniture 


tarde gin McKim Hinges and Butts 
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Products Being Placed on the Market by Hardware Manufacturers 


New Sash Weight 


The Middletown Manufacturing and 
Supply Company, Middletown, Pa., has 
recently placed on the market a new 
sash weight that it is claimed is an 
improvement for balancing window 
sashes. It is stated that the new “Ad- 
just-Rite” sash weight eliminates the 
objectionable features found in the or- 
dinary cast iron sash weights. 

The weight consists of a cylindrical 
hollow body, the bottom of which is 
sealed by a plug threaded therein. The 
inside of the cylinder is filled as desired 
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New Sash Weight 


with stamped metal discs weighing 
two ounces or one-eighth of a pound 
each, also furnished with a smaller disc 
filler if desired. 

The top seal is a combined seal and 
attaching member with unique fea- 
tures, allowing the use of a cord or 
chain without the expense or trouble of 
procuring a special clip or anchor for 
attaching. 

This feature, it is claimed, saves sash 
cord and chain and a great deal of time 
and labor required to hang the weights. 
It also causes the weights to hang ab- 
solutely perpendicular and ride free of 
each other. 


It represents the successful use of a 
perfect balance. It is perpendicularly 
suspended as regards its long axis, can- 
not tip or hang out of plumb, and trav- 
els freely in the stiles of the window 
frame. 

The knot on the suspending cord is 
housed within the attaching member 
and cannot, it is claimed, become un- 
tied, worn or braided. The cords and 
weights cannot become broken or en- 
tangled as the weights supporting the 
upper and lower sash ride free of each 
other. 


Steel Clothes Hangers 

The Barney Moore Co., Inc., State 
and Lake Building, Chicago, IIl., is 
the manufacturer of the “Rite-Way 
System” of hanging garments which 
are devices designed primarily to 
economize space. They are particu- 
larly adaptable for hotels, apartments, 
offices, boats, hospitals, etc., where it 
is necessary to utilize every inch of 
available space. 

These fixtures are of solid steel, 
nickel plate and highly polished. They 
are easily adjusted to closet shelves of 
any size or shape and are simply in- 
stalled with a screw drivér. Hard fiber 
rollers, it is claimed, minimize friction. 
It is also claimed that these fixtures 
will last a lifetime. These fixtures 
may be obtained either with or without 
niches for hangers. The ones without 
the niches will hang a greater number 
of garments than the other. 


Ce 





“Rite Way’ Forms 


Combined with these fixtures are 
specially constructed hangers for 
gowns and skirts. These hangers, it is 
claimed, are specially designed for 
womens’ clothes. They are made either 
of hard or natural wood with a smooth, 
velvet finish. The shoulder humps will 
prevent garments from slipping. Other 
hangers designed only for men’s clothes 
are made of hard or natural wood, care- 
fully turned and finished in smooth 
black enamel or satin. 

A complete display rack can be fur 
nished to dealers for demonstration 
purposes. 


“Little Giant” Gear Puller 

Premier Motor Products Company 
Robey Street and Irving Park Boule 
vard, Chicago, Ill., are the manufactur- 
ers of the “Little Giant” gear and 
wheel puller shown herewith. It is 
claimed that the “Little Giant” will re- 
move gears and wheels in less than 
half the time required by the ordinary 





“Little Giant” Gear Puller 


method. It can be adjusted for the in 
side and outside, it is said, as well as 
for all sorts of angular pulls. The 
harder the work, it is claimed, the 
tighter the grip of the “Little Giant 
becomes. 


Reading matter continued on page 136 


134 


























HARDWARE AGE 








RICHARDS-WILCOX 


Once upon a time the barn door was a hole in the side of the building 
with a door that worked nicely, perhaps, when the barn was new. You can 
no doubt remember how it worked a little later, after the weather, the birds, 
the force of gravity and the deteriorating effect of time had borne upon it 
the wear and tear of every day use. You can visualize that farmer in his 
violent effort to open or close the door—you can see the stanchioned stock 
shivering unable to move away from the draft that swept through the aper- 
tures at the sides of the doorway which the door failed to close. 


Against this background, is reflected the barn door of today—hung on 
R-W Door Hangers. 


Now, when he leaves his stock for the night, with one hand the farmer 
rolls his door shut—yes, with one hand, because his doors hang on smooth- 
running, trouble-proof, weather-protected door hangers—while with the other 
hand he switches off the electric light that illuminates his barn, and makes 
for his easy chair and the metropolitan daily. 


And the next time he builds a barn doorway he is going to buy his door 
hardware from the hardware merchant who sold him 


Richards- Wilcox 


Smooth Running Door Hangers 





Furnished in pairs, neatly packed in 
metal edge fibre box, with bolts for at- 
taching. 


Write for general catalog No. UA-16, 
showing door hangers for any Doorway. 








Hoornbeck Dairy Barn near Elgin, IIL, 
Equipped with 42 Pairs R-W Trolley 
Barn Door Hangers, 312 Feet of R-W 


- 
siiours AURORA, ILLINOIS.U.S.A. wiv Vou 
Trolley Track. PUT LADSLDNEA ———= LONDON.ONT. ——— SANE 
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The “Elmeo” Humidifier 


E. F. Elmberg Company, Parkers- 
burg, Iowa, is the manufacturer of the 
“Elmeo” humidifier, which it is claimed, 
gives the motor moist vapor which will 
eliminate the carbon from the motor 
and spark plugs. The six points it has 
to recommend it, as enumerated by the 
manufacturer, are given herewith: 

1. Assures complete combustion of 
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“Elmco” Humidifier 


gas in the cylinders of your motor. 2. 
Eliminates carbon from motor and 
spark plugs. 3. Effects a big saving 
in gasoline and lubricating oil. 4. In- 
creases the power of your motor and 
does away with pounding and missing. 
5. Gives more working power to your 
truck and tractor—more speed to your 
auto. 6. Eliminates carbon from your 
motor. 


The United Tester 


The makers of United Spark Plugs 
have introduced a new and novel sales 
help for dealers. This help is in the 
form of a spark plug tester. Experi- 
ence, it is claimed, has shown that it is 
much easier to sell an article if the 
prospective purchaser can see it in 
use. 

The United Manufacturing and Dis- 
tributing Company, Lake Shore Drive 
and Ohio Street, Chicago, IIl., designed 
this tester, which provides a quick, 


MOTOR ACCESSORIES 

















The United Tester 


convenient and convincing means of 
testing spark plugs, single and double 
contact lamps, as well as horns, before 
the buyers’ eyes. 

The tester is 5 in. wide and 10 in. 
high and finished in mahogany, making 
a handsome store fixture. The base is 
flat, and the tester may be stood on a 
counter or attached to the wall. Clips 
for holding a spark plug are fastened 
to the coil box and contact is made by 
a pearl push button. 

There are two sockets for testing 
single and double contact lamps, and 
also a connection for testing horns. 

Attractive illuminated flashing dis- 
plays can be made by attaching a flash- 
ing device in the circuit. This will light 
two bulbs and keep a plug sparking. 

Dealers can secure full information 
on the United tester and other sales 
helps from their jobbers, or by writing 


direct to the United Manufacturing and 
Distributing Co., Lake Shore Drive and 
Ohio Street, Chicago. 





“Bulldog” Towing Chain 
The Chain Products Company, 
Cleveland, Ohio, are the manufacturers 
of the “Bulldog” towing chain shown 
herewith. It is made of 10-0 “Bulldog” 
chain, 5/16 inch material, hot galvan- 
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“Bulldog” Touring Chain 











ized finish and is said to be absolutely 
rust proof. 

It is 18 ft. long with a forged hook 
at each end. Each end is covered to 
protect the finish of the car towing as 
well as the car being towed. Each 
chain is packed in a strong canvas 
bag. 


New “Polson” Super Belt 


The Polson Rubber Company of 
Cleveland have recently placed on the 
market the Polson Super Belt. 

The new Polson Super Belt was re- 
cently given a public test, it is claimed, 
in which it was demonstrated that it 
will retain its flexibility and service 
qualities long after most belts are 
worn out. 

Special attention has been given to 
have the Polson Super Belt correctly 
aligned, it is claimed. 

This new Polson product is made of 
red rubberized belting duck, individ- 
ually molded into correct form and is 
an endless belt. It is oil, heat and 
waterproof. 


Reading matter continued on page 138 
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are one of the staples upon which every ac- 
cessory dealer must rely, and the staple for 
which he has most frequent call. His per- 
manency in business depends upon the grade 
and quality of the merchandise he handles, 
and the measure of his success is in part 
dependent upon the co-operation he can re- 
ceive from the manufacturers of such acces- 
sories as he does handle. 


| 





In the Hercules 

















line of spark plugs, the dealer receives not 

only the highest possible standard of quality, 

but a liberal discount and protection against | 

the competition of catalog houses and cut 

price merchants. li 
\ 
| 





HERCULES spark plugs are sold every- 
where at standard prices and no special price 
inducements have been offered to the pub- | 
lic. Your jobber has them. 

















Eclipse Manufacturing Co. 
INDIANAPOLIS, ° U.S. A. 
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The case here illustrated is only one of the many elab- 
orate sales features which are furnished by the manufac- 
turer in conjunction with HERCULES spark plugs. It 


contains only quick selling sizes, insuring prompt turn- 
over. 


if 
\. 
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Testing coils, wall hangers, display cards, window trims, 
circulars and other beautiful features will be furnished 
on request, to any dealer stocking this line of goods regu- 


larly. Write your jobber. 
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Notes of the Retail Hardware Trade 


CaALIco Rock, ARK.—The Calico Rock 
Hardware Company has erected a new 
concrete store building, 50 x 90 ft., 
two stories. The concern handles a 
line of the following, on which catalogs 
are requested: Automobile accessories, 
belting and packing, bicycles, buggy 
whips, builders’ hardware, building 
paper, children’s’ vehicles, churns, 
crockery and glass, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical 
household specialties, fishing tackle, 
furniture department, galvanized and 
tin sheets, gasoline engine, hammocks 
and tents, harness, heating stoves, 
heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and 


-cook stoves, refrigerators, sewing ma- 


chines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. 


Atepo, Inu.—C. P. Carroll, junior 
member of the firm of Wells & Carroll, 
has purchased his partner’s interest, 
and contemplates remodeling his store 
building. A new brick front will be 
installed, with an addition in the rear, 
and the finishing of a basement under 
the entire building. Mr. Carroll re- 


quests catalogs on aluminum and 
enamelware. 


ARMINGTON, ILL.—The Armington 
Hardware Company has been dissolved. 


E. W. Sweetnam has sold his interest 
to his brother, R. L. Sweetnam, and 
retired. There will be no change in 
the firm name. 


BELVIDERE, ILL.—Walter W. Ray has 
disposed of his interest in the hardware 
business to his father, W. W. Ray, with 
whom he has been associated. Wm. W. 
Ray & Son is the firm name. 


Harvarp, Itu.—John C. Harris and 
Ralph Marshall have purchased an in- 
terest in the hardware firm of Marshall 
Bros. The concern has been established 
for the past 44 years. Business will 
be continued under the name of the 
Marshall Hardware Company. 


HIGHLAND ParK, Itu.—The Harder 
Hardware Company, 510 Central Ave- 
nue, is remodeling its store. Catalogs 
requested on automobile accessories, 
baseball goods, bathroom fixtures, bi- 
cycles, builders’ hardware, building 
paper, children’s vehicles, crockery and 
glass, cutlery, dog collars, electrical 
household specialties, fishing tackle, 
galvanized and tin sheets, hammocks 
and tents, heating stoves, heavy hard- 
ware, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultry 
supplies, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, 
sporting goods, toys, games and wash- 
ing machines. 

RUSHVILLE, ILL.—Parrott & Kerr 
have purchased new buildings, which 
will give them more modern and com- 
plete quarters. 


WASHBURN, ILL.—The Ingold Hard- 
ware Company has established itse’f in 


business here, handling automobile ac- 
cessories, electrical household special- 
ties, washing machines, mechanics’ 
tools, ranges and cook stoves, paints, 
oils, varnishes and glass. Catalogs re- 
quested on stoves and ranges, automo- 
bile accessories, baseball goods and gas 
engines. 


WEST FRANKFORT, ILL.—The Jones- 
Benson Hardware Company has in- 
creased its store space, and requests 
catalogs on the following lines: Base- 
ball goods, bicycles, buggy whips, build- 
ers’ hardware, children’s’ vehicles, 
churns, cutlery, dairy supplies, dog col- 
lars, electrical household specialties, 
fishing tackle, furniture department, 
heating stoves, heavy hardware, home 
barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lin- 
oleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and_ glass, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, sil- 
verware and sporting goods. 


ROSSVILLE, IND.—Nevin Burkhalter 
has disposed of his interest in the Ross- 
ville Hardware Company to the other 
stockholders, and purchased a_ hard- 
ware stock at Mulberry, which he will 
operate under the name of the Mul- 
berry Hardware Company. The Ross- 
ville Hardware Company, Inc., has 
been incorporated by William A. 
Moon, president; Wallace Flaningan, 
vice-president; Ellis Booher, secretary, 
and C. F. Whitehead, treasurer and 
manager. 


GRUNDY CENTER, IA.—G. C. Pettit 
and W. E. Morrison have sold their 
hardware store to Dalgliesh & Smith. 


Le Mars, IA.—The Sieverding Hard- 
ware Company is purchaser of the 
Haas and Kostile stock. The new 
owner requests catalogs on baseball 
goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
cream separators, cutlery, dog collars, 
electrical household specialties, fishing 
tackle, furniture department, ham- 
mocks and tents, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, prepared roof- 
ing, ranges and cook stoves, refrigera- 
tors, sewing machines, shelf hardware, 
silverware, sporting goods and washing 
machines. 


LEITCHFIELD, Ky.—The People’s 
Hardware & Furniture Company has 
increased its capital stock from $12,000 
to $18,000, and requests catalogs on 
some of the following items: Automo- 
bile accessories, baseball goods, bath- 
room fixtures, belting and packing, 
bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehi- 
cles, crockery and glass, cutlery, dog 
collars, electrical household specialties, 
furnaces, furniture department, gal- 
vanized and tin sheets, heating stoves, 
heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, lino- 
leum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and 
glass; plumbing department, poultry 
supplies, prepared roofing pumps, 
ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, 
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silverware, sporting goods and washing 
machines. 


HEWITT, MINN.—The Hewitt Hard- 
ware Company has added a stock of 
furniture, on which catalogs are re- 
quested, together with catalogs on a 
general line of hardware. 


BRAINERD, MINN.—The Northern 
Furniture and Hardware Company is 
successor to D. M. Clark & Company. 


DEERWOOD, MINN.—C. G. Osterlund 
will commence business here about May 
1, carrying a complete stock of hard- 
ware. 


GLYNDON, MINN.—F. A. Woodward 
has sold his interest in W. Shave & Co. 
to H. T. Alsop. The firm name will re- 
main unchanged. 


LAKE City, MINN.—Beck Bros. are 
purchasers of the stock of J. J. Vellmer. 


LITTLE FALLS, MINN.—W. H. Ryan 
will erect a structure 50 x 150 ft. to its 
store building. The addition will prac- 
tically double the floor space, and give 
more room for display purposes. The 
business was established in 1883. 


MADELIA, MInnN.—C. H. Cooley has 
acquired an interest in his hardware 
and implement business to A. M. Brad- 
bury. Cooley & Bradbury is the new 
firm name, and catalogs are requested 
on automobile accessories, bathroom fix- 
tures, belting and packing, bicycles, 
buggy whips, builders’ hardware, 
churns, cream separators, cutlery, dog 
collars, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, var- 
nishes and glass; prepared roofing, 
pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, 
tin shop, toys, games and washing ma- 
chines. 


MANKATO, MINN.—Barrett & Hagen 
have dissolved partnership. The Hagen 
Hardware is successor. Catalogs re- 
quested on baseball goods, bathroom fix- 
tures, bicycles, buggy whips, builders’ 
hardware, building paper, children’s ve- 
hicles, churns, cream separators, cut- 
lery, dairy supplies, dynamite, electrical 
household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, 
heating stoves, heavy hardware, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass; prepared 
roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop, toys, 
games, wagons, buggies and washing 
machines. 


PRESTON, MINN.—Mallum & Jacob- 
son, who are purchasers of the Lewis 
implement business, request catalogs. 


STEWARTVILLE, MINN.—Hall & Hog- 
ensen have sold their stock. The 
Stewartville Hardware Company is the 
purchaser. 

KERNERSVILLE, N. C.—J. R. Stuart & 
Son, Ned R. Stuart and R. E. Stuart 
have opened a hardware store here, 
carrying a general line of hardware, 
farm implements and machinery, to- 
gether with a stock of automobile acces- 
sories. 





